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100% NYLON 
STARTER CORDS 





100% NYLON 
BRAIDED CORD 


Big sell in small space. Display 







rack free with initial order for 
4 or more reels. 


Te - f Ved am Otel 2-1 mic) am, LO). 4 — 
| 41, (cmeleh mee), mere) -ier-Veq o 


CORDAGE 


105 DUANE STREET * NEW YORK 8&8, N. Y. 


These are the big SPRING sellers . . . ask your jobber now 






about the King Cotton Line. It’s packaged and priced to sell! 





COUNT ON HIS COOPERATION FOR 


@® Your Atkins wholesaler can do a lot more than 
give you a fine selection of quality cutting equip- 
ment. He knows a lot about saws—but more im- 
portant, he knows a lot about sales. 

Your Atkins wholesaler salesman has a fine 
background—knowledge, training and experience 
with saws and saw uses. On top of that, he has the 


and he knows saw 





merchandising experience 
users—to help you increase your sales. Ask him 


for advice on window and counter displays. Let 





(1) No. 65 Perfection hand saw. (2) No. 75 Jun- 
ior Mechanic. (3) No. 2 back saw. (4) No. 25 
dovetail saw. (5) No. 20 curved pruner. (6) No. 
(7) No. 36 nest of saws. 
(8) No. 9 compass saw. (9) No. 38 compass saw. 
(10) No. 50 coping saw. (11) Silver Steel files. 
(12) A-3 hacksaw blade assortment. 


37 combination saw. 




















him tell you how others have set up saw displays. 
Follow his suggestions on combination sales and 
special seasonal promotions—watch your saw vol- 
ume climb. 

Depend on your Atkins wholesaler for merchan- 
dising and sales help. And standardize with his 
Silver Steel line for complete coverage, fast sales, 


repeat business and customer goodwill. 
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ALWAYS SELL 7 
ATKINS 
—~A CUT ABOVE 

_ THE REST! 
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ATKINS SAW DIVISION 


BORG-WARNER CORPORATION 
INDIANAPOLIS 9, INDIANA 


BRANCHES: Chattanooga + Philadelphia 
Chicago « Los Angeles + Portland, Oregon 





EXPORT: Borg-Warner International, 36 S. Wabash Ave., Chicago 3, Ill. 


*“Sharpie” is a Trade Mark of Borg-Warner Corporation 
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MAKING MONEY IN POWER MOWERS 
LAWN-BOY REPORT + DECEMBER 19, 1957 
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Lamar, Missouri. Division Outboard Marine Corporation 
i A WWN C7) & Oo ¥ Jdohasen ani Evinrude Outboard Motors 


In Canada: LAWN-BOY, Peterborough, Ontario 
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earn extra money with Nicholson 





and Black Diamond Chain Saw files 


Hardware dealers report rapidly increasing 
volume in chain saws. 


By stocking Nicholson or Black Diamond Chain 
Saw files, you can make at least one extra sale 
with every chain saw you sell and set up a steady 
flow of repeat sales for the future. That’s because 
leading manufacturers recommend filing as the 


best sharpening method for their chains. And they 
endorse Nicholson and Black Diamond brands as 


the best Chain Saw files. 


Stock and display the Chain Saw files pre- 
ferred by professional lumbermen—Nicholson and 
Black Diamond. They‘re available now through 
your regular wholesaler. 


There’s a Nicholson or Black Diamond file for every chain saw you sell 





Round Smooth Double Cut—smoothest feeling, fastest 
sharpening, best finishing of all leading file brands by 
test. Has a velvety bite without chatter. 





Four-beveled 565-D, Two-beveled 887—made for 
chisel bit chain teeth. 





Flat—for plain cutter-and-raker teeth. Has two rounded 
edges. (Flat sides also lower depth gauges.) 


Square —cuts two surfaces of the chain’s teeth at once. 


Lozenge—preferred by some for hooded-type chains. 








% 


NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND ee 


(In Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 
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THE NEW 
-Swinglne101 
HIGH COMPRESSION STAPLE GUN 


hold it securely closed. You'll sell 
all your customers this ultra-handy 
home tool. . . now, for the very first 
time, at a sensational low price. And 
you'll see lots of the new SWING- 


There’s nothing like it on the 
market! New SWINGLINE 101 
High Compression Staple Gun is 
compact, powerful and capable. 
Delivers as much driving power as 
machines twice its size and weight... 
Takes two staple sizes (4/16” and 
5/16") ... performs hundreds of 
tacking jobs .. . even has a lock to 


Profit with 
all 


Swingline No. 200 
Compression Tacker 


LINE 101 in big advertisements 
(selling for you) in leading con- 
sumer magazines. So get set... 
stock up with SWINGLINE 101! 


Swingline No. 900 
Super Drive Stapling 


Start Selling with this 4-Unit Display Kit 


See how easy the SWINGLINE 101 sells. 
Order this 4-unit case today, including an 
easy-to-set-up display for counters, walls 
or windows, 


Household Stapler 
with wall bracket and 


these 


SWINGLINE 
leaders: 


a - ® 
Swingline: we LONG ISLAND CITY 1, 


NEW YORK 
World’s Largest Manufacturer of Staplers for Home and Office 


1000 staples. 
Retail price $2.95 


Gun. Takes 6 staple 
sizes up to 9/16”. 
Retail price $12.50 


Takes 3 staple sizes 
up to 5/16”. 
Retail price $10.50 
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d orial 


- A by W. A. Phair 
x” 


soduitia ecaal W hat’s happy about it. . .?7 


Do you have trouble figuring where the time goes? Do you, too, 
get confused at the way the days and months whiz by and rob you 
of the time you need to do all the things you want to do? 


I guess everybody has this trouble and when the Christmas season 
comes around we all wonder where the heck the rest of the year went. 
But I am glad when Christmas comes around again, because it makes 
a person sit down for a moment and think about the things he would 
have liked to do, but never got around to doing. 


This is also the time of the year when folks wish each other a 
“Happy Holiday.” In looking back over the past year, I suspect there 
may be some people who might ask, “What’s so happy about it?” 


It was a tough year for quite a few dealers. Volume has been up 
and down; profits showed little, if any improvement. Competition 
continued very rough and costs kept going up. 


But there are two sides to every subject and despite some of the 
unpleasant experiences of 1957, there were many, many pleasant 
aspects to the year. In fact, the more you consider it, the more 
reasons you see why it should really be called a “Happy Holiday.” 


All of us here at Hardware Age feel that way. We, too, had our 
share of problems in 1957. But, all in all, we think it was a pretty 
good year. And next year is shaping up to be a still better year. 


The other evening at home I sat down and made a little list of some 
of the things we should be happy about. It was surprising how long 
this list grew. Maybe if you tried this you, too, would be surprised 
at the number of things you have reason to be happy about. 


As an example of the items I put on this list is the fact that more 
dealers are reading Hardware Age now than ever before in its history, 
and each day’s mail brings additional readers. This makes us very 
happy here. 


We’re also very happy about the fact that more readers wrote us in 
this past year than ever before. In fact, so many of you wrote that 
at times we got a little behind in our correspondence. We feel that 
every letter is an important one and we try to answer them as com- 
pletely as possible. This takes time, so occasionally we get a little 
behind in answering your letters. But we think we have this licked 
now. 


We value your letters very highly. When we read your mail we 
feel we get to know you better and can thus serve you better. Too, 
your letters help us keep on top of events in the trade, they give us 
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Editorial 


continued 


helpful guidance in selecting material for publication and they also give 
us a measure of the extent to which we are filling your reading needs. 


We here at Hardware Age never forget that you, the readers, are the 
most important people to us and we are in business only so long as we are 
of service to you. We have no other interests, nothing else to sell you. 
That’s why we enjoy hearing from you. 


It’s hard to express it... 


We are also very happy about the success of our Pocket Want Card. 
When we first told you about this card, we felt it would supply a very 
useful purpose. But we certainly were not prepared for the flood of requests 
for copies that you sent in. 


We had to keep putting the card back on the press every few weeks. 
Before the year is out, about 200,000 copies of this card will have been put 
in use by dealers. Readers have phoned us long distance when their sup- 
plies ran out, and a few weeks ago a dealer wrote us that this card was 
the best idea he had seen in years for improving the efficiency of his store. 


These indications that we have been helpful to you make us very happy 
indeed. 


We’re also very happy about the pleasant experiences we have had in our 
traveis. Renewing old friendships and starting new ones is always a happy 
experience. We’ve had our full share of these in the past year. 


We’re happy, too, over the increasing number of reprints which readers 
have asked us to make. This past year saw a new record set in the number 
of reprints we had to make and in the number of extra copies of articles 
you asked for. 


There are many, many other items I could list that have made us happy 
over the past year, but I think these few will give you an idea of what 
I mean. 


There are so many important trade subjects to discuss in these pages 
that I am very reluctant to use this space to talk about us at Hardware Age. 


But once a year I do like to take the time to tell you how much we have 
enjoyed working with you; to tell you how highly we value the relationships 
that exist between our readers and the staff here; to tell you how sincere 
we are in our desire to make Hardware Age still more useful to you, our 
readers. 


So please forgive us for talking about ourselves this time. But, we are 
doing it only to help you understand that it comes from the bottom of our 
hearts when we tell you that all of us here on Hardware Age extend you 
our warmest and most sincere greetings fora... 


Most Merry Christmas and a Happy New Year 
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It's the early bird 


who gets the 
extra buck! 


Special 
FREE GOODS 


offer... 


..on LOCKWOOD’S complete line of 
Screen and Storm Door Hardware 





® Your choice of any product 
® Minimum order —1 dozen of any product 


® 1 Free with each dozen — or 6 free 
with each 5 dozen of any product 


® Offer Expires January 31, 1958 


Contact your Jobber, or write for details 


LOCKWOOD 


LOCKWOOD HARDWARE MANUFACTURING COMPANY, Fitchburg, Mass. 
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WASHINGTON 
BY WASHINGTON 


internal Revenue Service is about 
to lighten your bookkeeping load 


Some of your headaches, caused by federal rules 
requiring that records, books and sales slips be kept 
indefinitely, will be removed. 


Reliable sources inside the Internal Revenue Service 
say that agency will soon issue new rules. For the first 
time, a limit will be set on how long sales slips and 
other detailed records must be kept. Rules will state 
exactly which records must be kept forever. 

At present, every scrap of paper bearing on your 
business must be kept indefinitely. 

The Internal Revenue Service has also backed down 
and relieved you of the burden of supplying detailed 
descriptions of funds you gave your employees for 
business expenses in 1957. But such spending will have 
to be reported by workers in 1958. 


outlook 


Make sure you or your eccountant are thoroughly 
familiar with the new record-keeping regulations when 
they are issued. Review your bookkeeping system, and 
make sure it is as simple as possible consistent with 
good management. Warn your employees to keep their 
own records of any expense money they get in 1958. 


Proposed mortgage insurance plan 
may boost building, aid your sales 


If approved by Congress, a new government home 
mortgage insurance plan may increase your sales of 
builders’ hardware and other items, by boosting new 
home construction. 


The proposal is tentatively approved by the Federal 
Housing Administration. It would permit the govern- 
ment to insure about 20 percent of a conventional 
mortgage made by a private lender. 


Backers of the plan say it would step up home 
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mortgage financing by 15 percent or more. One of the 
problems in home building in the past few years has 
been a shortage of mortgage funds because other in- 
vestments have been more attractive. 

Sponsors say this plan would not require as much 
red tape as regular FHA mortgage plans. But it is 
running into some opposition in Congress. 


outlook 


Ask your congressmen to support this plan. Get your 
local bankers and other lenders and home builders to 
support it through business organizations. 


Invest-in-hardware stock plan 
could ease your borrowing load 


If you are having trouble financing your store’s 
operations or expansion programs, you will be in- 
terested in a new small business financing plan pro- 
posed by top investment experts. 

Under the proposal, investment trusts would be set 
up by selling shares to private investors and to the 
government. These trusts would invest risk capital in 
small stores, and wholesale and manufacturing firms. 

“You and I are not going to invest in a hardware 
store. But we might invest in a share of hundreds of 
enterprises of which the hardware store might turn 
out to be the most profitable,’ Edward T. McCormick, 
president of the American Stock Exchange, recently 
told the House Small Business Committee. 


Such a plan, the backers warn, won’t go over to any 
extent unless the government participates. 


outlook 


If you believe such an investment plan would help your 
operations, make your interest known. Write to the 
Senate and House Small Business Committees; the 
Small Business Administration, and to your own repre- 
sentatives in Congress. 
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NEW 


improved Kwikset ‘‘400”’ line locksets 




















1. NEW steel! housing for 2. NEW unbreakable steel 6. NEW rosette to knob 
permanently enclosed half-round spindle. attachment ensures 
locking slide and spring. greater knob rigidity. 















3. NEW locking mechanism 
simplifies cylinder 
reversing. 


4. NEW larger turn-button 
for easier finger-tip locking. 


a 
& 





5. NEW heavy duty latch 
mechanism for smoother 


turning action. 
(BEL AIR ENTRY MODEL ILLUSTRATED) 






Modern materials, methods and machines, as well as more efficient 
production techniques, have made possible the many improvements 
now available in all Kwikset ‘‘400”’ line locksets. 
Improved performance, increased security and easier installation 
are among the many benefits achieved by recent engineering changes. 
These important changes are part of a continuous program to assure 
superior quality and unparalleled value for all Kwikset products. 


America’s largest selling residential locksets 


a 
~= 


KWIKSET SALES AND SERVICE COMPANY Anaheim, California 
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A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


Yule sales 


: Christmas sales, off to a slow start because of snowy weather in much 

pick-up due - + + of the nation in early December, are expected to gather enough momen- 
tum in the last minute shopping rush to equal or pass last year’s record 
sales. But any dollar gain in volume up to 4 percent will just about cover 
price inflation in the past year, according to the government. HA Recom- 
mendation: Right after Christmas, check your sales figures to see how 
you made out. Then check your stock with an eye to a clearance sale 
that will boost your year-end volume and reduce your inventory. 





mower sales 


Power mower sales should set a new record in 1958, topping the 3.3 
SOar UPWard .... . million units sold in 1957. What's more, the trend will be to higher- 
priced models. That’s the consensus of leading power mower manufac- 
turers. So far the market saturation is no more than 50 percent. Add 
to that the million new homes being constructed and the replacement 
market for older mowers and you can see how big the market potential 
really is. HA Recommendation: Now’s the time to recheck your mower 
orders to be sure you’ll be ready for the big spring selling season. Plan 
to put more stress on your deluxe models in your promotions and sell-up. 





more fix-up 


Homeowners will spend record amounts in 1958 to fix up existing homes. 

sales seen... There are not yet enough new homes to go around, so more and more 
older homes are being fixed up for the resale market. This home fix-up 
trend will also get several boosts next year from many industry-wide 
promotions. It means more sales of builders’ hardware, paints, tools, 
etc. HA Recommendation: Increase your sales of fix-up goods by making 
more use of FHA Title I loans. Write the Federal Housing Administra- 
tion, Washington, D. C., for more information on how to use Title I loans 
for home improvement sales. 





bill paying 


| ° Instalment customers are falling behind in their payments, bankers and 

S owing up . a collectors groups report. The American Bankers Assn. urges more care 
in sereening credit applications. The American Collectors Assn. reports 
collections are getting more difficult and repossessions more frequent. 
Cutbacks in employment and income are blamed. HA Recommendation: 
‘Protect your credit sales by putting more stress on layaway. That way 
you give the customer the convenience of budget payments while you 
avoid loss by collecting in advance. Be sure, too, to be more careful in 
screening your own credit applicants. 





... turn to p. 68 for more news on how’s the hardware business 
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FOR GREATER POWER MOWER PROFITS 


WITH 


INCOR 
.1958 


NEW MODELS 
ROTARY - REEL - ELECTRIC 
ALL 4 CYCLE ENGINES 


POWERFUL NATIONAL 
ADVERTISING 


DEALER SALES 
AIDS 


CO-OPERATIVE 
ADVERTISING 
MATERIAL 


PROTECTED 
PROFITS 
POLICY 

Write, wire or phone today for complete details. 


STEP AHEAD with PINCOR in 1958! 


Power Lawn Mowers « Electric Portable Power Tools - Gasoline Engines - Electric Generating Plants 


‘eat Colom oh mm og 2 O], | 3 3. wee] 4, Ele) fee ge)]: mioie] i.10)].7- Bale), 


Ch ag< + noise: fT ephone BErksh 
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Whats New 





HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Quiet-action hedge shear 

A rubber bumper takes the jolt 
and noise out of this hedge shear. 
Its scalloped blades feed hedge into 
the shears without slipping. This 
member of the Doo-Klip line is 21 
in. long with an 8% in. cutting 
stroke. Other items available in the 
line are a high quality professional 
hedge shear with bumper, a popular 
design shear model and a long- 


handled grass shear. Lewis Engi- 
neering & Mfg. Co. 


For more data circle No. 1 on postcard, p. 43 


Greaseless table fryer 
Greaseless frying and grilling 
can be done at the table with this 
automatic electric Redi-Fry griddle 
with pour-off well that collects ex- 
cess grease from the foods. The 
12 x 16 in. surface has a high 
domed lid that accommodates 
chicken halves. The K-M Dial-A- 
Recipe thermostat knob can be set 
for everything from pancakes to 
chicken. Also keeps food warm. Re- 
tails for $24.95 with lid. A line of 
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BP 16550 REDLFRY GRIDDLE 
WITH LiD 


colored automatic pop-up toasters 
is also available at $19.95. Knapp- 
Monarch Co. 


For more data circle No. 2 on postcard, p. 43 


Floor conditioning machine 


This Sunbeam floor conditioner 
scrubs, waxes, polishes and buffs all 
types of floors. It also has a rug- 
cleaning attachment. The unit’s mo- 
tor housing is recessed to permit 
the brushes to reach under cabinets. 


A vinyl plastic bumper prevents 
furniture damage. Sunbeam Corp. 
For more data circle No. 3 on postcard, p. 43 


Precision soil pipe cutter 

Your customers who work with 
soil pipe will be excited by this 
cutter which claims faster, cleaner, 
and closer cuts on cast iron soil 
and vent pipe. Lightweight, only 
7% lbs, the SP4 cutter takes 1% 
to 4 in. pipe on a four-wheel, open- 
frame design. The SP4 is said to 
cut 4 in. pipe extra-heavy soil pipe 
in less than half a minute, even in 
tight corners. A spring tension de- 
vice compensates automatically for 


seams, chilled spots, and out-of- 
round pipe. Reed Mfg. Co. 


For more data circle No. 4 on postcard, p. 43 


Rubber mallet hammer head 


Here is a rubber mallet head 
that slips over any hammer head 
for use. The head grips the hammer 
firmly when in use yet slips off 
easily when desired. Comes in 
three color-coded sizes: red for 
small ball pein hammers, black 
for heavy ball peins and blue for 
claw hammers. Retail for 98¢, 
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in hardware merchandise... 





Want more information on these 
products? Then use free post 


card on page 43. 





THAT CAN HELP YOU BUILD BETTER STORE PROFITS 








available four each to a dozen. 


W. J. Ruscoe Co. 


For more data circle No. 5 on postcard, p. 43 


Picnic cooler chest line 

Family picnic fans will be 
customers for this King Kold line 
of cooler chests. Models are: 22 x 
13 x 16 in., including adjustable 
divider-shelf, lists for $27.50 in 
aluminum, $22 in enameled steel; 
22 x 13 x 13 in. with sliding tray, 
retails for $24.50 in aluminum 
and $18 in enameled steel; 19 x 10 
x 12 in. with sliding tray at $18 in 
aluminum and $14.50 in enameled 
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steel. All units have hinged lid 
that can be disassembled for use 
as a tray, and aluminum spigot 
drain. Aluminum models have 
embossed exterior with aluminum 
liner and steel models have red 
enamel lid with grey body and a 
galvanized liner. Also available is 
the Coronet Cooler at $11.95. 
Hamilton-Skotch Corp. 


For more data circle No. 6 on postcard, p. 43 


Long handled garden tools 


Four True Temper short handled 
garden tools are now also available 


| 





in 36 in. long fire hardened ash han- 
dies for stand-up cultivation. Steel 
heads are copper bronze finished 
and have maroon ferrules. Tools 
are: 3-prong cultivator, 3-prong 
weeding hoe, 2-preng pointed hoe 
and 4-tooth rake. True Temper 
Corp. 


For more data circle No. 7 on postcard, p. 43 


Light weight vacuum cleaner 


Busy housewives will want this 
handy small sized vacuum cleaner 








that weighs about half as much as 
regular sized machines. Redi-Vac 
is useful for any emergency 
cleanup at home or in_ stores, 
motels and so on. The 49 in. ma- 
chine is powered by a 1/6 hp motor 
and can be hung from the closet 
door. Red Devil Tools. 


For more data circle No. 8 on postcard, p. 43 


Electronic soldering gun 


Home shop fans and profession- 
als will want this featherweight 
Quick Hot soldering gun. The extra 
thin gun weighs 19 oz and features 





(Continued on page 40) 





TO HELP YOU SELL 


NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post 
card on page 43. 


HELP YOU SELL MORE 





Caulking compound in tubes 


Do-it-yourselfers will be custom- 
ers for this DAP caulking com- 


pound in a col)<psible 12-o0z tube. 
The tube has a dispenser spout and 
roll-up key. The compound is handy 
for everything from sealing win- 
dow frame cracks to roof flashings. 
Ten tubes are packaged in an at- 
tractive display carton. Dicks-Arm- 
strong-Pontius, Inc. 

For more data circle No. 9 on postcard, p. 43 


Fishing line packaging 

Up to 50% of shelf space can be 
saved with these Sunset fishing 
line packages. Coral King, Satin 
66 and Limpy, in sizes up to 20 Ib 


test are offered in economy size 
utility boxes. Larger lines have 
special packaging. Sunset’s 2-pac, 
two connected 100 yard _ spools, 
now is a round plastic container 
3x1%in. A3x3x 4% in. plastic 
box with sliding lid contains the 6 
spool, 600 yd 6-pacs. Plastic line 
clips are used on each spool. Sun- 


set Fishing Lines. 
For more data circle No. 10 on postcard, p. 43 


Fix-up, paint-up tool tower 
You’ll get more sales power for 
Hyde tools with this floor tool 
tower. It features 17 different, in- 
dividually carded putty knives, wall 


scrapers and paint scrapers. There 
are 6 each on 14 in. sq ft floor space. 
This 54% ft revolving, all wood fix- 
ture is wine and gold colored. Comes 
at no charge with the 17 tool assort- 
ment. Hyde Mfg. Co. 


For more data circle No. 11 on postcard, p. 43 


Marine equipment packaging 
Red Head life preserver vests for 
1958 are packaged in polyethylene 
bags with tabs for use on perforated 
paneling. The 1958 line of boat 





cushions also are packaged for dis- 
play on hooks. Red Head Brand Co. 


For more data circle No. 12 on postcard, p. 43 


Shotgun promotion kit 


Here’s a sales getting promotion 
kit for the Winchester Model 50 
automatic shotgun standard and 
featherweight models. The kit in- 
cludes interior and window displays 
plus pennants and suggested store 
display layouts. Other sales aids 
are also included to help you sell 
the Model 50 shotgun. Winchester 


Western Div., Olin Mathieson 
Chemical Corp. 
For more data circle No. 13 on postcard, p. 43 


(Continued on page 63) 
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these big, BIG sellers in 
JxLLACE STAINLESS 


Here's the big 5! The answer to your questions about at prices everybody likes, and packaged in eye catch- 
what patterns to stock and promote this Fall and ing window boxes for easy display. 


Christmas selling season. Order and stock ’em now — the big 5 from Wallace! 


They're brilliant buys for every price line you cover. You're practically guaranteed fast turnover, high vol- 
Smartly styled by Wallace to give you modern designs ume for the big selling season ahead. 
WALLACE STAINLESS . . . A DIVISION OF WALLACE SILVERSMITHS. AT WALLINGFORD, CONNECTICUT . . . SINCE 1835 
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DON'T Miss 
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of plastic housewares 
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Selling's easy from custom fixtures. 


Hardware Age 


feature articles 
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How a small store plans 


for big store volume 


Small by today’s standards, this 
new store is showing steady 

gains on planned sales. The reasons 
why can help you make decisions 


about your store 
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A display area of 2400 sq ft is not a lot of 
room for a hardware store. But 2400 sq ft is 
all the display area that Suburbanite, Inc., 
Hardware, Clifton Heights, Pa., has. 

The size of this store is misleading, for 
size alone means almost nothing. Suburban- 
ite gives the impression of having much more 
room through custom tailoring of display and 
stock units to do a prearranged job. And per- 
forated paneling eliminates all waste space. 

This store is impressive because it manages 
to carry almost every major hardware depart- 
ment, im reasonable depth of stock, but in no 
way looks cluttered or crowded. This is a 
difficult feat in a small store. 
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How a small store plans for big store volume 
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Home-built islands cost 
around 4 $35 each to construct 
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. raised i a islands hold wheel goods, and 1/4 in. 
perforated paneling blankets bare walls and pillars. 






There are two main features that seem to make 
display space where there is none: 

* Perforated paneling veneers every inch of blank 
wall space, cupboard doors, pillars and waste lines to 
a height of eight feet. Display in this store is a 100 
percent proposition. Paneling is ™% in. thick for 
heavy loads. 

* While there is wide merchandise selection by 
department, choice of items within lines is held only 
to the best of basic staple items. 

Veteran store manager Ernest Brown has spent 
his young career in hardware selling, as did his father 
before him. Mr. Brown spent a long time determin- 
ing which basic staples should get the green light 
in this compact new store. 

Result? There is no waste duplication of items or 
lines, or cat and dog bargains, or slow turnover acces- 
sories to please once-a-year customers. 

When you only have 2400 sq ft to reckon with, there 
isn’t room for items that won’t carry their share of 

These are the key departments at Suburbanite the turnover-sales load. If an item is not good for 2 
Hardware: at least two to three stock turns a year, it can’t be 
found on the shelves of Suburbanite Hardware. 

Besides artistic and intelligent display and layout, 
there is one outstanding reason why this store looks 
Fasteners and shelf hardware. larger than it is: 

Each aisle fixture, wall fixture, cupboard, platform, 
and wall or pillar section of perforated paneling was 
Paint and paint sundries. custom built by the owners and manager to fit the 
Housewares and giftwares. precise restrictions of the store’s interior. 

Only raw materials were purchased. Virtually 
everything in this store, excepting the walls and cash 
Drapery hardware. register, is home-made. 

Outdoor lines and bulk lines. As the owners built and experimented with fixtures 


Hand and power tools. 


Builders’ hardware. 


Electrical and plumbing sundries. 


Toys and wheel goods. 












HARDWARE AGE, DECEMBER 19, 1957 













. . . And supermarket buses terminate at Suburbanite's 
door. This means plus traffic and customer convenience. 


they learned a lot about making them strong enough 
and flexible enough to serve for any type of mer- 
chandise. 

The owners learned that you just don’t build a 
bunch of fixtures without taking into consideration 
the weight and bulk of many types of items. To be 
sure of building fixtures that would fit right, look 
right, hold enough, be flexible, and cost as little as 
is practical, a pilot fixture was built. 

This test fixture was to guide the construction of 
many Others. It had to meet a lot of rigid require- 
ments. Walls, base, and shelves were made of % in. 
plywood. Shelf supports and brackets are aluminum, 
and adjustable to within one inch. 

Base of fixture is stock space, about 28 in. high. 
Sliding doors are made of % perforated paneling. 
Paneling here was used because it is attractive, 
cheaper than sheet plywood, and lightweight and 
easy to slide open. 

Manager Brown estimates that a typical island fix- 
ture cost him in the neighborhood of $35 for ply- 
wood, perforated paneling, fasteners, metal supports 
and brackets, and paint. Fixtures were built to match 
the pilot model prior to completion of the store. 

Construction of wall fixtures largely followed mate- 
rials and design of aisle units. Lighting overhead, 
and in canopies is 85 candlepower fluorescent bulbs 
that run two abreast, spaced about 7 ft apart. 

Entire store front, 59 ft, is a glass showcase that 
frames the store. 

Besides having choice, limited stock assortments 
on low-cost fixtures, there are a number of other 
factors adding to the immediate success of this store: 
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Store is in the same building with a huge super- 
market. 


° 
~~ 
aaa 


Supermarket bus route ends directly in front of 
display windows. 


(3) There is parking space for hundreds of cars on 
the supermarket’s lot. 


— 


(4 


(5) “Charge-Rite” revolving charge plan is a proven 
sales maker. 


Store is next door to a bank. 


(6) Shopping area is surrounded by medium-income 
housing projects. It is a prime do-it-yourself 
market. Hardware competition is limited to a 
few stores in the area. 


(7) Customers who have finished shopping in the 
supermarket can use their shopping carts for a 
tour of the Suburbanite store. 


(8) The store is on U. S. Route 1. It gets local and 
transient trade. 


(9) Suburbanite Hardware wisely maintains the 
same shopping hours as the food store. Evenings 
and weekends are peak shopping times. It may 
have to add part-time help during these rush 
periods. 

Suburbanite Hardware had its grand opening on 
Nov. 22. The opening was hurried, so that the store 
could cash in on Christmas sales. The whole center 
of store was turned over to toys and Christmas deco- 
rations for the first month of business. 


Suburbanite Hardware’s lighting, general store 
layout, and fixturing ideas were conceived by Phila- 
delphia design consultant, Otto Hartman. ®*End 
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When you choose a stock control system... 


Keep it simple. keep it flexible 





This dealer wanted a simple stock control 


system that would adjust itself to seasonal 


item demand. Here’s the plan that meets these needs 


“A simple, yet flexible stock control system is 
best,” says William F. Winner, secretary-treas- 
urer of Neyhart’s Inc., dealer at Williamsport, 
Pa. 

“What do I mean by flexible?” he added, “I 
mean a system that doesn’t bog us down with 
useless detail when items are out of season.” 

The Neyhart store is 85 years old. It has 17 
departments. A workable stock control system is 
a must to keep inventory in balance. 

Neyhart’s stock control sheet (see opposite 
page) is a single 14-column, 42-line form. These 
blank forms are put in as needed in ring binders. 
Each department has its own binders. Stock con- 
trol forms accumulate in the binders to provide 
permanent, usable records of past seasons’ opera- 
tions. 

The stock report forms are first used by depart- 
ment heads. These men and women record sales 
of items and bulk materials as they are sold. 
These figures are regularly transferred to perma- 
nent records in Mr. Winner’s office. 

How often is stock information recorded? It 
depends on the judgement of department heads. 
The frequency of reports depends on seasonal and 
periodic patterns, if items are not year ’round 
staples. 

This up-to-the-minute stock control eliminates 
piling up of useless records in off-season periods. 

An example is heating equipment in the months 
between late winter and summer. There are few, 
if any, entries for this line. It is not counted in 
its off months. Cutting out needless paper work 
and time loss speeds handling of stock control 
books. And it saves time in checking back on 
records to decide on the orders for the next period. 

On many all-season items there is a periodic 
sales pattern. There are turnover peaks and 
valleys. Such variable staples require stock count- 
ing only when sales are active. 

Neyhart’s relies on the judgment of depart- 


ment heads in fixing the periods during which 
reports must be filed. In this respect, the stock 
control system is sometimes purely 4 visual check. 

The supervisory employee who is in close con- 
tact with displays and back-up stocks knows best 
when turnover justifies written stock control re- 
ports. 

Want cards or want books are a necessary aid 
to any workable stock control plan. 

The practice of keeping want records of custo- 
mer calls for new or out-of-stock items is consid- 
ered very important at Neyhart’s. Reports of 
number and type of such calls are sent to Mr. 
Winner’s office regularly. 

Neyhart’s system, Mr. Winner said, resembles 
those used by chain firms, such as Sears, Roebuck 
and Co. 

Neyhart’s stock control forms are punched on 
the right hand side, for filing in binders. The 
form’s working face falls to the left of the binding 
when the stock control book is opened for use. 

The advantage here is two-fold: 

The column list of 42 items need not be copied 
each time a new detail page is added to replace 
one that has been used up. And there is less 
chance of error, because of reduction of such 
copying. 

A further advantage results from using colored 
pencils for entries. “On order’ entries, dates, and 
inventory counts are made in black pencil. Blue 
figures show the number of items sold. These blue 
entries provide an immediate control for orders in 
the next period of stock counting. 

Red and other colors could be used, but the 
black and blue entries keep stock forms simple 
and serviceable for Neyhart’s. 

This system is used throughout Neyhart’s 17 
departments. Mr. Winner had blank stock control 
forms printed locally. He said, ‘““This system grew 
up with the store. It is simple and works well for 
Sugg ® End 
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About the form above 








Number at top left indicates department. 
Name is supplier of merchandise. 
Heading, top right, is type of items. 
O.O. means that goods are on order. 


When shipment arrives, the quantity figure is 
circled. Invoice date is noted under O.O. 


A date in a block without an O.O. means date 
of inventory. 
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"Sold" indicates sales between stock count. 
"Sold" quantities are noted in blue pencil. 


It's best to use unit figures instead of dozen or 
gross, except where packaging of small items 
makes such units obvious. 


Costs should be net delivered, usually in code. 


Other notes on discounts and freight allowances 
should be made on this sheet. 





Sales: 


Hardware store goes on the 
air to build traffic. Edward 
Gagnon, left, store vice- 
president and manager, con- 
fers with radio announcer 
about the day's program. 


a percent 


up 10 percent 


How a Wisconsin branch hardware store relies on newspaper advertising 


and radio instore programs to build heavy volume of store traffic 


When Van’s Hardware in Green 
Bay, Wis., opened its East Side 
branch at 324-328 Main St., the 
firm set a rather high sales quota. 

The first year’s sales for the 
branch exceeded advance estimates 
by 10 percent. 

How did the new branch make 
this record? 

One reason was its advertising 
program. 

The firm spent approximately 3.5 
percent of its estimated volume for 
advertising for the year ended May 
9, 1957. The store opened in May, 
1956. 

Radio, newspaper, TV and di- 
rect-mail advertising were used. 

Advertising expenditures were 
more than double the 1.5 percent 
average reported by dealers in all 
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parts of the country as shown in 
the NRHA business survey for 
1956. 

Fully 50 percent of newspaper 
advertising expense was for space 
in the Green Bay Press-Gazette. 

Van’s broadcasts from the 
branch store on Tuesdays and 
Thursdays from 1 to 3 p.m. With 
manufacturers’ help Edward Gag- 
non, store manager, says that each 
broadcast costs about $20. 

The announcer is a well-known 
local sports broadcaster. 

The announcer stands at a 
raised, center area office space in 
the store. He plays records, and 
interviews customers now and then. 

He sometimes moves around the 
large store, picking out a customer 
here and there and asking ques- 


tions about shopping likes and dis- 
likes, family interests, and ideas 
on other topics. 

On a two-hour broadcast, the an- 
nouncer usually has commercials 
on six lines of merchandise. Thus, 
in one week 12 lines of merchan- 
dise are covered. Mr. Gagnon says 
spot commercials, used over and 
over, work out better from a sales 
standpoint than if items from all 
over the store are mentioned only 
once or twice. 

What are the results of this ra- 
dio advertising? 

Men walk into the store and say, 
“T want one of those $12.95 drills 
mentioned on your radio program 
this afternoon.”’ 

A man came 27 miles and bought 
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a washer-dryer combination adver- 
tised that day for $499. 

One man who bought a perfo- 
rated panel, plus some tools said 
he had heard about the deal over 
the radio, and that he had been 
listening to that program for more 
than six months. 

Following the radio broadcast 
the store receives telephone calls 
from listeners ordering merchan- 
dise, and asking to have it wrapped 
and ready for pickup later in the 
day. 


Six mailings a year 


“From the sales we make of ad- 
vertised items, plus the comments 
customers make, we know this pro- 
gram is being heard and identified 
with our store,” says Mr. Gagnon. 
“We plan to continue it.” 

The firm mails 20,000 four-page 
circulars six times a year to ad- 
vertise both the East Side and 
West Side stores. These are indi- 
vidually addressed for city homes 
but go to boxholder addresses on 
rural routes. This type advertising 
also pays, for customers come in 
and ask for items advertised in 
these circulars, says Mr. Gagnon. 


Advertising covers area 


“Because of the variety of ad- 
vertising we use,” says Mr. Gag- 
non, “I believe that we are reach- 
ing most of the people in our 
trading area. Advertising has 
helped us establish our branch 
store, our merchandise and our ser- 
vice with many people. Our new 
unit is in a highly competitive 
downtown area.” 

The East Side store has six em- 
ployees. 

The first floor is 48x78 ft. The 
well-lighted basement is 48x72 ft 
and contains most of the hardware 
lines and garden goods. One six- 
foot panel on a wall near a front 
window on the first floor also fea- 
tures display tools. 

Mr. Gagnon has found it neces- 
sary to keep that first floor front 
display spot for tools to remind 
men and women constantly that 
this store sells tools. Men’s trade 
in tools picked up immediately 


when this spot display was put in 
two months after the store opened. 

The large, 
counter has a 


up-front checkout 
‘all bell on either 
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Up-front display of tools next to housewares reminds customers of larger 


selection in basement. 





Store signs supplement branch store's advertising program. 


side, for customers who want ser- 
vice. There are also call bells in 
two other first-floor locations. 
Some appliances from the base- 
ment department are displayed 
near the checkout counter so that 
heavy first floor 
them. 
Fluorescent lighting, walls 
painted with harmonizing colors, 
and brown and gray flecked as- 
phalt tile on the floor, make the 
store an attractive one. The Wis- 
consin Retail Hardware Associa- 
tion planned and fixtured the store. 


trafie can see 






Van’s Hardware Co. runs its 
West Side store at 408 Dousman 
St.. located on the other side of the 
Fox River. The older store was 
opened in 1918. 

Stores are operated in two sec- 
tions of the city to take advantage 
of heavy traffic in each area. 

Officers of the company are Ar- 
nold Van Den Wymelenberg, presi- 
dent: Edward Gagnon, vice-presi- 
dent and manager of the East Side 
unit: John Van Den Wymelenberg, 
treasurer, and Gerald Van Den 
Wymelenberg, secretary. © End 
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Power tool demonstration unit 


Here is a demonstration unit for your store on which 


you can show your power tools and also display them 


Here’s a display unit for the store which does not have enough room for a 
large walk-in demonstration booth. 


Dimensions given may be changed to suit the size of your store. 


The small floor plan shows how some power tools can be displayed on indi- 
vidual stands grouped around the demonstration unit shown in Fig. 1. 


The counter can be built of 5¢ or *4-in. plywood with a 4-in. high pine base. 
Saws, electric motors, electric drills, and accessories can be displayed on the 
plywood shelves. 


Install a plug-in strip along the edge of the counter top. Use an overhead 
lighted sign to attract customers from all parts of the store. 


Paint the unit in a medium gray enamel. 

Cement linoleum to the top shelf of the display. Trim the shelving edges with 
chrome strips. 

Fig. 2 shows the rear of the unit where the demonstrator can stand. One or 
more drawers for back-up stocks can be installed on the rear side of the display. 

Fig. 3 detail shows how to make the shadow box sign with lettering painted 
on two sheets of opaque plastic used to cover the slots on both front and back. 


You can use wood molding to hold the sheet plastic in position. Hinge the 
front of the shadow box so that the fluorescent tube can be changed as needed. 


Cut the simulated circular saw out of plywood and fasten it to the top of the 
sign. Cut two slots in the top of the shadow box, so that some light will reflect 
up on the lettering on the saw. 


The sign can be screwed to the top of two lengths of 2 x 2-in. lumber. Attach 
four suitable size plywood shelves with metal angle irons. © End 
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Now is the time to start planning 
promotions on spring goods. Here 
are ideas on how to pull traffic 


into your store, showing that . . . 


A elinie sells 


Want to get your lawn and garden sales off to 
a flying start next spring? 

Then plan now to hold a lawn and garden 
clinic in the spring. Plan too for a continuous 
demonstration of lawn products. 

A clinic pays off in these ways: 

It increases traffic. You draw new customers 
as well as old ones. 

It increases sales. You give your sales mes- 
sage to more customers in less time. 

It upgrades sales. You can sell customers 
more easily on buying better quality and higher- 
priced goods with clinic demonstrations. 

It builds repeat business. Customers return 
to your store for later lawn and garden needs. 

The continuous demonstration lets you show 
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customers why it pays to buy quality lawn 
products. 

Here’s how Knox Hardware in Santa Ana, 
Calif., staged a successful continuous demonstra- 
tion and lawn and garden clinic last spring at 
its branch store. It will give you pointers for a 
similar demonstration clinic of your own next 
spring. 

First, Knox planned its continuous demonstra- 
tion. This had to be started early since it also 
was a sales feature at the lawn and garden clinic. 

In early April the firm planted a lawn on a 
vacant lot near the store. This was no ordinary 
lawn, however. 

It was planted in three sections, each with a 
different type of seed. One section was planted 
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with the cheapest lawn seed carried by the store. 
Another section was planted with medium quality 
seed. The third section was planted with the 
best seed. 

Lawn food was used for all three sections with 


the exception of a three-ft-wide strip along two 
sides. 





When customers wanted to buy lawn seed, they 
could see the finished results from the three 
types of seed. They could get a good idea of 
what sort of lawn to expect for their money. 
[t was easier for the store’s salesmen to sell 
customers on buying the quality seeds rather 
than the cheaper ones. 

Alse, customers had visible proof of why lawn 
food is beneficial. They could see the difference 
between a treated lawn and an untreated one. 

The lawn was used to demonstrate these sales 
points before and after the store’s lawn and 
garden clinic. 

The clinic, held in June, was carefully planned 
in advance. 

Experts in various fields were lined up to 
speak, and to demonstrate products. Arrange- 
ments were made for door prizes and free gifts. 
Loss leaders were ordered. 

Among the experts lined up for the clinic was 
the garden editor of the Los Angeles Mirror- 
News, Dr. R. E. Atkinson. He discussed garden- 
ing problems with customers. He also conducted 
free soil tests. 

Factory representatives demonstrated and dis- 
cussed pest control, tank sprayers, hose sprayers, 
reel and rotary power mowers, electric edgers, 
seeds and plant foods. 

Suppliers contributed door prizes. The first 
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At left: Displays in front of Below: Lawn and garden department 
Knox Hardware store aid sales is a year around department at Knox 
of lawn and garden merchan- Hardware as a result of clinic and 
dise demonstration 
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A clinic sells spring goods 





100 persons to register at the clinic also received 
free garden books. 

Gallon-size tropical plants were featured as 
loss leaders at 39¢ each. The plants were regu- 
larly 89¢ in local nurseries. 

To promote the clinic and insure a large turn- 
out, Knox Hardware used newspapers, radio and 
direct mail. 

The day before the clinic, the store ran a 
full-page ad in the Santa Ana Register. Most 
of the copy was devoted to the clinic. The copy 
featured the demonstrations and free gifts. 
Twenty-nine lawn and garden items were alsc 
featured. Attention was focused on the loss 
leaders. 

The firm’s radio spot announcements also fea- 
tured the clinic. 

In addition, 2000 letters were mailed to charge 
customers, inviting them to attend the clinic. 

The clinic drew a crowd of about 1500. Many 
took advantage of the free soil tests. Many 
bought goods based on the recommendations they 
received from the experts. Others came back 
after the clinic to buy their lawn and garden 
supplies. 

The clinic was so successful that Knox Hard- 
ware plans to make it an annual event. It also 
plans to do the same thing with the lawn plot 
demonstration. ®ind 
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KNOX hardware BRISTOL stages an EVENT 
importance to every home gardener 
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KNOX HARDWARE.. 


Mier Garden Corts 
Wheelberrows a! mete! 


ultrvators 
Swing Type Weed ond Grom Cutters 
edge Wee: 


.headquarters for your every garden need! 


8.95 
17.95 and 19.95 
trom 6.95 


7.95 Hone Tow te plated. trom 8t« 
Bomboe foke: ath wooden hondies 6% 
trem 2.10 


pulled 


merchandise sales 





Sales training ideas 





Another Hardware Age dealer service 


to improve store profits 


Here is one of a series of posters that will help your sales people make 


more and better sales. 


Each poster is on a subject related to store selling. Each poster has an 
idea that your sales people can apply every day. 


Put the poster on the opposite page on your store bulletin board so all 


your sales people can read it. 


Write to the Editor, HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 


39, Pa., 


tion on how to get a series of these posters in booklet form. 


for the subjects of posters published previously, and for informa- 
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DO YOUR MASS DISPLAYS 

SHOUT "STOP, TAKE A 
LOOK, THIS IS AN 
UNUSUAL VALUE!" 








Your mass displays should have two purposes. The 
first is to be seen. The second is to make an impres- 
sion on the customer. Your display should tell the 


shopper: ‘*This is real value, or we wouldn’t go to 
all this trouble.” 


Tips on planning better displays 


ke Don’t have too many of one item in a row. Mass display 
is a good way to encourage tie-in sales of related items. The 
more related merchandise you show, the bigger your unit sale 
will be. Too much duplication dulls interest in an otherwise 
intriguing display. 


a Displays should not be too regular. When you see a row 
of soldiers you see the whole show, not the corporal in the 
center with the shiniest buttons. Customer interest will not 
center on a given item or items when there is nothing to 
catch the eye. Straight rows of merchandise may please the 
boss, but they all look the same to shoppers. Irregular 
arrangement is needed to spotlight key items. 


GO 


a Each display should have a principal item, theme or price 
as a focal point. If you don’t have something to shout about, 
why build the display in the first place? Make the display 
point up this focal point with related items. When you run 
a sale on paint, the supporting display should consist of 
brushes and rollers, paint sundries, and how-to literature. 


wan 


Ny \ 


@ 


4. The sign for this display is as important as the display 
itself. If you have a value story to tell your customers, don’t 
keep it a secret. A display should be a busy spot in your 
store, with more customers than salespeople. The sign tells 
customers the story of your sale. Many customers wiil read 
it and make up their minds to buy without a salestalk. Re- 
member to feature the price of your sale item, for a price 
unquoted is assumed to be high. 


, | 


>. Don’t make your displays so pretty that a customer will 
be afraid to handle the goods for fear of spoiling the effect. 


as Pl \—o \ \ 








If your displays do not make a “value impression” on customers, they fail. 


Series No. 23 A Hardware Age Editorial Feature 
copyright 1957—Hardware Age 

















Dear Editor / 





Store demonstrations sirsabngnecets ae ER 3 
In response to the editorial appearing in the Oct. 10th 
issue of HARDWARE AGF, we want you to know that store 
demonstrations of our -roducts are very important to us. 
- ioe loan alin opportunity Our salesmen are conducting store demonstrations 
am, iiamnsaiaiiins tected aie wherever and whenever possible. We welcome the oppor- 
' ; 4 tunity to demonstrate Turner propane gas appliances in 
the hardware store and invite inquiries from any store 

owner interested. 
Cordially yours, 

Lester M. LaPole 

Sales Promotion Manager 


Turner Brass Works 
Sycamore, Ill. 


Dear Editor: 


In a recent issue you discussed store demonstrations 
(See HA, Oct. 10, p. 8) ... our insulation products are 
very adaptable to store demonstrations. 

I wanted you to know that we do have demonstrations 
and would be happy to co-operate with any lumber and 
building material dealers who might also be interested in 
the hardware business. 

Very truly yours, 
J. S. Titus 
District sales manager 


. we are happy to cooperate.” 


Zonolite Co., 
Trenton, N. J. 


Dear Editor: 


demonstrations have been an Your editorial, ‘““Where Are The Demonstrators ?” (See 
aoe | HA, Oct. 10, p. 8), was most challenging. 
integral part of our selling You touched on a subject which, along with post-war 
program for some nine years. salesmanship, poses one of the most difficult questions 
for manufacturers’ sales organizations. 

Demonstrations have and always will be a key step in 
the selling process. Yet, the average salesman seems con- 
tent to forego demonstrations with the assumption that 
advertising will do this job for him, and that the trade 
and consuming public are already familiar with his 
product. 

We, at the Glidden Co., consider ourselves fortunate in 
that demonstrations have been an integral part of our 
selling program for some nine years . . . These early 
demonstrations to the trade in turn led to consumer dem- 
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replace broken panes: 


sell “PENNVERNON’”’ 


not just “window glass” 








This particular small boy is a very unwilling customer 
for Pennvernon. However, once you have introduced 
most of your customers to Pennvernon . . . once they 
become familiar with Pennvernon’s fine visional prop- 
erties .. . they ll become steady Pennvernon customers 
when they have broken panes to replace. 

Pennvernon Window Glass has a brilliant, reflective 
surface with a finish that’s so smooth and even that it 
resists the accumulation of dust and dirt, resists scratch- 
ing, and is so easy to clean. Its color is constant; it won't 
fade with the years. 


PAINTS - GLASS - CHEMICALS - 








p 
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IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 








For more information on Pennvernon, and details or 
the free Pennvernon sales aids, call your jobber or write 
Pittsburgh Plate Glass Company, Room 8112, 632 Fort 
Duquesne Blvd., Pittsburgh 22; Pennsylvania. 


> 
. > 


° 
Sell PENNVERNON Window Glass . and sell a 
“spare piece. The next time you have a customer who 
wants a new piece of glass to replace a broken window, 
sell him a spare piece, too. Then he'll have a light of 
Pennvernon ready to replace his next broken pane. . . 
and youll have twice as much profit. 


Pennvernon Window Glass 


BRUSHE ~- PLASTICS ~- FIBER GLASS 
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. . . perfect for parties 

. . . practical for the kitchen 

Easy, convenient way to carry hot 
or cold dishes to barbecues, parties 
and get-togethers. Two compart- 
ments provide ample storage space 
for cakes, pies, cookies and sand- 
wiches . . . keep them fresh for 
davs. Large utility base can be used 
as attractive serving tray. 
Beautiful hand-decorated design, 
available in lemon yellow, pink, 
turquoise, red or white, adds a new 


beauty to any kitchen. Retail $2.99 


Slightly higher west of t.+ Rockies 
Order from your jobber today. 


Lorge bose mokes aftroctive Large compertment holds cakes 
serving troy for cookies ond hot dishes . moy be used 
sandwiches seporately 





Seporate section keeps pies Pie cover fits snugly over bose 
fresh for deys in neot single compartment 





KITCHENWARE BY 
Since 1921 


PEORIA METAL SPECIALTY COMPANY 
2501 $. Washington St. @ Peoria, Mineis 


L ottore from Hardware Age readers 











onstrations, wherein our salesmen would hold a two or 
three-day promotion with each of their better hardware 
or paint and wallpaper accounts and be on hand for dem- 
onstrations to retail customers. 

This program was so effective that it became an integral 
part of our selling activities. Every spring, during the 
peak paint selling period, our salesmen are required to 
hold at least 10 demonstrations with their customers. In 
many cases, salesmen will hold as many as 20 to 25 demon- 
strations during the spring months. 

.. . We make every effort to support these demonstra- 
tions with point-of-sale and promotional materials which 
are provided for both salesmen and dealers ... It is 
“standard operating procedure” for us to undertake a 
promotion and in-store demonstration for new accounts 
whenever they are opened. 

Another indication of the extent to which we follow 
through on demonstrations is our “Executive Demonstra- 
tion Days.” All executive personnel of all divisions of the 
company are required to be on hand at the hardware 
or paint and wallpaper stores to which the y have been 
assigned to personally conduct consumer demonstrations 
for one full day. 

As you can gather from this, the Glidden Co. is ex- 
tremely interested in and active on demonstrations. Con- 
sequently, we will be delighted to pass along to your 
readers any additional information you might desire con- 
cerning our demonstration program and the details of its 
operation. 

Very truly yours, 
W. D. Kinsell, Jr. 
Merchandising Manager 
The Glidden Co. 
Cleveland, Ohio 


Tradition vs habit 


66 


... 1 should like to read your 
editorial at our store meeting.” 


Dear Editor: 

I have just read your most interesting editorial, 
“Tradition versus Habit .. .” in HA, p. 7, of the Oct 24 
issue, and find a wealth of healthy and sound philosophy 
which extends beyond the problem of the wholesaler and 
touches many of the problems facing dealers. 

Our firm has been in the retail hardware business for 
close to 100 years and we find it sometimes difficult to 
separate “tradition from habit.” 

With your kind permission I should like to read your 
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INSTANT ’SCOPE MOUNTING 


DON’T MISS THIS IMPORTANT SALES 
ADVANTAGE IN 5 POPULAR 
REMINGTON 22 RIFLES 














“Tip-Off" Telescope mount slides into pre- fs 
grooved receiver. No tools, no drilling, no ~ 
tapping required! Grooves are precision-cut into the 
receiver right at the factory. Show shooters how easy 
it is to slide scope into correct position. 














Low, dependable mounting in seconds. lhere’s 
no chance for faulty mounting with factory-grooved 
receivers. All it takes is a few seconds for installation, 
and shooters have a ’scope-mounted Remington 22— 
ready to go! 





Sells Remington rifles faster—sells ‘scopes, too! 


Use this quick demonstration to show how ex- 
citing Remington 22’s look with telescopic 
sights—and make two profits instead of one. 
Slip a popular ““Tip-Off” ’scope onto the pre- 
grooved receiver while the customer watches... 
and see for yourself what a ’scope will do to 
arouse the shooter’s interest in a gun! Or dis- 
play Remington 22’s with the ’scopes already 
in place—you’ll sell them right off the display 
rack. Get ready for quick sales by demonstrat- 
ing these 5 famous Remington 22’s with re- 
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ceivers grooved for ‘“Tip-Off”’ ’scopes. 


@ Model 511 “*Scoremaster.”” box-magazine repeater 

@ Viedel 512 *“*Sportmaster,”’ tubular-magazine 
repeater 

@ Model 550, autoloader 

@ Model 552 *“*“Speedmaster.”’ autoloader 


-—— s 


@ Model 572 **Fieldmaster.” slide action 







— Ee 


¢ a ; * seg 
are an tnd testy wn if 
} Sponsor 


nrha, Advanced Course in 
Hardware Retailing 


**Scoremaster,” ““Sportmaster,” “Speedmaster,’’ “Fieldmaster” are Reg. U.S. 
Pat. Off. by Remington Arms Company, inc., Bridgeport 2, Conn. 





CONN. 





Lottore from Hardware Age readers 


editorial at our next store meeting to emphasize, as you 
have so aptly done, that our problems are not more diffi- 
cult than any one else’s and that the problems are not 
insoluble. 

HARDWARE AGE is tops on my preferred reading list 
and we have it mailed to most of our clerks. I would 
like to lend my applause to your excellent publication 
and to the many features which make it without peer 
in the trade. 

I am indebted to you for many ideas and helps which 
have come about through your untirir.g efforts to present 
to us the true facts of the various problems confronting 
our industry. I feel strongly that with such fine tools 
to work with we will face up to our problems and will 
find suitable solutions. 

. look forward anxiously to the next issue of HARD- 
WARE AGE because I know that it will provide us with 
information that will be most beneficial to us all. 

Very truly yours, 





: Robert Lewis 
Van Buskirk & Brother 
Pottstown, Pa. 








——— ee 
_ —— 


ab te hb att 0 dh at dt ott te dE aE 
TO ALL 
HARDWARE DEALERS 


THROUGHOUT 
THE WORLD... 


.. . we wish the Merriest Holi- 
day Season ever, and the 
Happiest and Most Prosperous 
New Year. We wish to thank 
all of you for the great prog- 
ress X-l-M FLASH BOND has 
made, for it was you who 
recommended it and had your 
customers test and approve 
it as the superior seal and 
bond in their painting opera- 
tions. Thanks again for your 
cooperation. 








DODO BODO DO DO BO FOO DO FO FO FO FO FO FO FO FO FO FO IE 





otk 
4 
+H. Forsberg Company, 5107 Lakeside Ave., Cleveland 14, Ohio 
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OWER-HEAD 


~L3 LECTRIC LANTERNS 
> pont eas ast! Quality iantern heads 


es 
= at reakh,economy prices... 


for use with new double-pack 
~—— 6-volt lantern batteries 


rf 











° 
FLASHING POWER-HEAD: 
atreMir-t-tallale@ig-t-1al-1 B10] 0M ile 


()?P (=) Fi >| reaTiect r 
A oe 4¢ 
€| AZd45 


Bt SSS eS pee . 
SOBRS “s gee 
“i 3 : ag J 
Re. wee 
z ee 

yr % 

oo 4 
2 ’ 


a | ee J at EVEREADY. 731 

ee = ae | MALLORY M918 
ame MARATHON 896 

RAY-O-VAC 918 


or any other similar battery 





al as mney are—the 4 new Delta 
POWER-HEADS. Look at thos: 


ny prices. Compare!, But 


t 


SEALED BEAM FLASHING POWER-HEAD: With con- SEALED BEAM POWER- 

POWER-HEAD: Same ventional reflector. And HEAD: With famous G.E. 

features as model A2648 without flashing red top. Sealed Beam unit. No 

except has famous G.E. Brilliant light, low cost. flashing red top. Model 
wy Sealed Beam Model A2605.... $375 

eet \\ “i, anit. Model 

electric lanterns. Twenty-one dif- RY Mi? A2634 $625 


ferent models are available—a Ps No 


, ; ; ; ; 
tbe misied by the low cost 
these are -quality units. Now you 


ea geleiale melt) an'20)0) am @l:1h¢- Mm ilalsine) 


type, style, price for everyone! 
‘Olgels: VOUT Supply now, 


wn ¢ bie: 
mlaiaitiel-m elehaa lal 


POWER-KING 
Powerful. 12 
volts. Shoots lite 
4 mile. Adjust- 
able head. Husky 
metal case $750 


sf 
Nts, 


i 


FLASHING 
POWERIite 


*2 Big flashing red 
* top. Side spotlite 


shoots 800 ft. 
beam. 6V $595 


POWERIlite 
World famous 
electric lantern. 
Two lites in one 
—floodlite, spot- 
lite. 6 volt $585 


SIGNAL-LITE 
Ingenious switch. 
Gives bright lite 


\ or dim with a 


flip of the wrist. 
6 volt... $565 


Delta Electric Company 
Marion, Indiana : 
ORIGINATOR AND WORLD'S LIiGuHtTs 
LARGEST PRODUCER OF 


ELECTRIC LANTERNS 
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Gold Seal FRICTION * RUBBER © PLASTIC Tapes 
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Your customers can do a better in- 
sulating job . . . save time, tape with 
Gold Seal Friction Tape. It tears 
evenly, sticks fast in any weather, 
and one thickness insulates. To in- 
crease your tape sales, recommend 
Gold Seal, a quality tape with last- 
ing “tack”’, lasting protection. Made 
by Jenkins Bros., Rubber Division, 
100 Park Avenue, New York 17. 





Friction 


In 10-roll containers 
or single rolls. 





Commercial and Specification Grades 





Each roll sealed in 
cellophane, stays fresh. 


| 
| 
| 


Convention Calendar 





conventions 


shows 


conferences 











complete listing will 


1958 
January 

5-7 Ace Hardware Corp. Annual 
Convention & Exhibit, Chicago 

5-7 Illinois Retail Hardware Assn. 

6-8 Minnesota Retail Hardware 
Assn. 

6-8 Western Retail Implement & 
Hardware Assn. 

6-10 Moore-Handley Hardware Co. 
Inc., Merchandise Mart, Mobile 

12-14 Hibbard, Spencer, Bartlett & 
Co. Annual Merchandise Show 
& Convention, Evanston, Ill. 

12-16 Stan Textile &* Hardware Co. 
Sports Carnival, Philadelphia 

13-17 Moore-Handley Hardware Co. 
Inc.. Merchandise Marts, Birm 
ingham and Nashville 

16-23 National Housewares Exhibit 
Chicago 

19-21 Intermountain Assn. of Hard 
ware & Implement Dealers 

19-22 Texas Hardware & Implement 
Assn. 

21-273 Missouri Retail Hardware Assn. 

21-23 Mountain States Hardware & 
Implement Assn. 

26-27 W. Bingham Co. Spring Mer 
chandise & Sporting Goods 
Show. Cleveland 

26-27 Bigelow & Dowse Co., Spring 
Dealer's Show. Needham 
Heights, Mass. 

76-?7 Louisiana Retail Hardwore Assn. 

26-28 Pacific Northwest Hardware & 
Implement Assn. 

27-28 American Hardware Supply Co. 
Merchandise Fair & Stockhold 
ers’ Meeting. Pittsburgh 

27-28 Wisco Hardware Co. Annual! 
Merchandising School & Show 
Madison 

27-29 United Hardware Distributina 
Co. Convention & Annual Meet 
ing. Minneapolis 

27-30 Janney, Semple Hill & Co. An 
nual Retailers’ Conference 
Minneapolis 

28-30 Indiana Retail Hardware Assn. 

February 

2-3 Rice & Miller Co. Open, House 
Bangor, Me. 

2-4 National Garden Supply Show 
New York 

2-4 Nebraska Retail Hardware 
Assn. 

2-4 North Coast Retail Hardware 
Assn. 

24 Oklahoma Hardwore & Imple- 
ment Assn. 

2-6 National Sporting Goods Assn. 


Convention & Show, Chicago 


For complete details about conventions and 


Convention Check List 


For complete details about conventions and shows listed below, see the 
alphabetical listing starting on page 68, Dec. 5 issue. 





The next 


be in the Jan. 2 issue. 


3-5 


9-11 

9-11 
10-12 
10-12 
10-12 
11-14 
11-14 


16-17 
16-18 


16-20 
17-19 
17-19 
18-20 
18-20 
18-20 
19-24 
22-24 
23-24 
23-25 


23-25 
24-25 


27-28 


March 
2-4 


2-5 

9-13 
10-19 
16-18 


23-25 


shows listed above 


New York State Retail Hard 
ware Assn. 

Kentucky Retail Hardware Assn. 
Wisconsin Retail Hardwore 
Assn. 

Connecticut Hardware Assn. 
Emery - Waterhouse Co. Open 
House, Portland, Me. 


Alabama Retail Hardware Assn. 
Emery - Waterhouse Co. Open 
House, Manchester, N. H. 
California Retail Hardware 
Assn. 

Tri-State Hardwore & Imple 


ment Assn. 

Virginia Retail Hardware Assn. 
Ohio Hardware Assn. 

Our Own Hardware Co., Con 
vention, Minneapolis 
Marshall-Wells Co. Convention 
Duluth 

lowa Retail Hardware Assn. 
C. Y. Schelly & Bro., Inc., Spring 
Merchandise Show, Allentown 
Pa. 

Arkansas Retail Hardware Assn. 
Northern Wholesale Hardware 
Co. Convention & Merchandise 
Show. Portland, Ore. 

Gift Show. Dallas 
Marshall-Welis Co. Convention, 
Portiand, Ore. 

Pennsylvania & Atlantic Sea 


boord Hardware Assn. 


Hardwore Assn. of the Caro 
linas 
Michigan Retail Hardware 
Assn. 
Pacific Southwest Hardware 
Assn. 


Decatur & Hopkins Co. Spring 
Open House, Boston 


New England Hardware-House 
wares Show, Boston 

Mississippi Retail Hardware 
Assn. 

Tennessee Retail Hardware 
Assn. 


West Virginia Hardware Assn. 
Marshall-Wells Co. Convention 
Spokane 

Marshall-Wells Co. Convention 
Billings, Mont. 


Pacific Southwest Hardware 
Assn. Hardware & Housewares 
Exhibit, Pheonix 

Gift Show, Denver 

Gift Show, Boston 

American Toy Fair, New York 
Florida & Georgia Retail Hard- 
ware Assn. 

South Dakota Retail Hardware 
Assn. 


see the Dec. 5 


issue of Hardware Age. 
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Mr. Fred Andersen, buyer for Ace Hardware 
Corporation, Chicago, Ill., calls: 


“Sterling Water-Softener 





Salt...a 


fast-moving, dollar-building item!” 









And no wonder! At the Ace store in Downers Grove, IIl., 
5,069 bags of Sterling Water-Softener Salt were sold in the 
past twelve months. That’s more than 16 bags a day! This 
remarkable sales performance is being repeated at other 
stores in the Ace group . . . and in hundreds of other outlets 
in the nation’s hard-water areas. 


What makes Sterling Water-Softener Salt such a big 
seller? Simply the fact that a growing number of water- 
softener owners need and want Sterling Salt products. 
They’ve been developed especially to give efficient, econom- 
ical regeneration of modern home water softeners. As a 
result, they assure customer satisfaction— help build traffic 
and repeat business for your store. 


® Check on all the Sterling Salt products today and find out 
about the free merchandising aids that are offered to all dealers. 
Write to International Salt Co., Inc., Scranton 2, Pa., or 
contact the district office nearest you. 


Sales Offices: Atlanta, Ga.; Chicago, Ill.; New Orleans, La.; Baltimore, Md.; 
Boston, Mass.; Detroit, Mich.; St. Louis, Mo.; Newark, N. J.; Buffalo, N. Y.; 
New York, N. Y.; Cincinnati, O.; Cleveland, O.; Philadelphia, Pa.; Pittsburgh, 
Pa.; Memphis, Tenn.; and Richmond, Va. 
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Here are the popular Sterling 
Water-Softener Salt Products 


Sterling Brine Buttons 
. . . high-quality 
evaporated salt 
compressed into 
handy “buttons’’ 
that dissolve at a 
uniform rate. In 
100-, 50-, 25-, and 
bales of 6/10-lb. 
bags. 


Sterling Water-Soften- 
er Salt (rock) .. . the 
relatively coarse 
grains do not cake 
in storage. They 
insure fully satu- 
rated brine for softeners. In 100- and 
50-lb. bags. 


Sterling Water-Softener Salt (granulated)... a 
pure, highly refined granulated salt that 
gives complete regeneration in single- or 
double-tank softeners. In 100-lb. bags. 


Sterling Water-Softener Salt (grainer) . . . an 
evaporated salt in flake form. The thin 
flakes dissolve evenly and completely. 
In 100-, 50-, and 25-lb. bags. 








TTT 
BRINE BUTTONS 


SALT EXPRESSLY PREPARED 
FOR USE IN WATER SOFTENERS 


INTERNATIONAL SALT CO. INC. SCRAMTON, PA 








ArT Try a a a © —s , . 
; : + | ve 4 | 


STERLING SALI 


‘ @atilea A pA ’ 
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@ For more information on these products and services 


use free post card on page 43. 


(Continued from page 15) 


a built-in spotlight 6 ft cord re- 
placeable, extra-long, steel nosed 
tips which are interchangeable with 
hot cutting or flat iron tips. Heats 
in 2 to 3 seconds on 110-120 V ac 
current. Lists for $5.95. Wen Prod- 


ucts, Inc. 
For more data circle No. 14 on postcard, p. 43 


Safety ball pein hammer 


This Stanley ball pein hammer 
has a chip resistant head for added 





safety to the user. The new ham- 
mer is available in weights from 
4 to 40 oz with hickory handles. 
Prices for polished models are 
from $2.95 to $4.30. Black finish 
models sell for $2.35 to $3.75. 
Stanley Tools Div., Stanley Works. 


For more data circle No. 15 on postcard, p. 43 


3-D decorative coverings 


Customers who like the rich ef- 
fect of gold and silver in home 
decor will be interested in two 
three-dimensional patterns in Mar- 
valon decorative coverings. Called 





40) 


Stardust and Galaxy, these pat- 
terns have gold and silver foils and 
foil thread laminated to fibre latex 
material and coated with plastic. 
Metallic content is claimed flake 
and tarnish-proof. Patterns come 
in matching shelf and rawer lining, 
adhesive veneer, and extra-wide 
widths for decorating. Kimberly- 
Clark Corp. 


For more data circle No. 16 on postcard, p. 43 


Self-propelled reel mower 

This Homko power mower for 
1958 features a Magic Handle that 
stops the mower if it is released. 
A 3 in 1 fingertip control for choke 





and throttle is another feature of 
the Lawn Marksman self-propelled 
reel mower. There is also a clutch 
control for continuous operation. 
Comes in 18, 20 and 24 in. models 
powered by a lightweight Briggs 
& Stratton 4-cycle engine with 
recoil starter. Western Tool & 
Stamping Co. 


For more data circle No. 17 on postcard, p. 43 


Dovetail expansion anchor 


Do-it-yourselfers and profession- 
als alike will find anchoring bolts 
in concrete, brick, or stone a sim- 
ple, permanent job with the Red 
Head combination drill and anchor. 
This dual-purpose, one-time con- 
crete drill becomes a threaded an- 
chor for bolts in a simple opera- 
tion. The Red Head hollow core 
drill cuts quickly into masonry, 
then becomes an anchor for a % 








in. bolt. It holds great weights 
because of full dovetail expansion. 
Anchor can’t pull out, rust out, 
melt out, or vibrate loose, it is 
claimed. Anchors retail at 16¢. A 
hand chuck and hammer are all 
that are needed to complete instal- 
lation. Phillips Drill Co. 


For more data circle No. 18 on postcard, p. 43 


5-way plastic fishing float 


This Ideal fishing float for 1958 
offers a thread-through feature and 
an outside wrap device for attach- 
ing line. A 2% in. rubber band is 
provided with each float for use as a 
depth adjustment. New sizes added 
to the line are a 3, in. float without 
wrap device and a 2 in. size. Floats 
come in red, white and blue contain- 
ers, 12 to a box. The *% in. size 


‘os 





comes 2 doz to a box. Jdeal Fishing 
Float Co., Ine. 


For more data circle No. 19 on postcard, p. 43 


Garden hose spray guns 


The Bradson Pest Gun (shown) 
provides a fine spray for insecti- 
cides and has a 6-gal capacity. The 
Grass Gun, with 20-gal capacity, de- 
livers a fast, full spray for fertiliz- 
ing lawns. Both list for $3.95. Both 
have a swivel hose connection and 
ball and socket valve. Guns won’t 
clog or back chemicals into the hose. 
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They pick it yp ! 
You ring it up ! 


\. , 


a 


Columbian’s new Pick-Me-Up self-service 
merchandiser gives rope sales-get-up-and-go! 


Here’s a new Columbian sales-maker that takes rope out of the slow- 
moving staple class and puts it up with your quick turnover specialties. 


It’s the PICK-ME-UP self-service merchandiser, displaying 
ready-measured, ready-cut, ready-to-go Columbian Manila Rope 
Coils in 50 ft. and 100 ft. lengths. All the customer does is walk 
over to the PICK-ME-UP and pick up the rope. All you do is 
ring up the sale. Saves time, saves manpower. Promotes 
impulse buying, too—the sight of the merchandiser makes 
the customer think about rope. 


The PICK-ME-UP is only 22” wide and 22” deep—takes up 
less than 4 sq. ft. of floor space. Put it anywhere—shift 
its location quickly and easily ... set it up outside your store 
and watch it bring customers in. It’s all metal . . . mounted on 
casters for easy movement... and you can use the top shelf for 
balls of twine, ski-rope, nylon rope and other Columbian products. 








The PICK-ME-UP will be delivered by your Columbian 


You'll get Big Sales out of a Small 


Space with the new Columbian PICK- Distributor—at no cost to you—with an order of enough rope 
ME-UP Self Service Merchandiser. It's to stock the rack or less than 100 lbs. of Columbian 50 ft. and 
ee ee 100 ft. Manila Rope Coils in 4”, %” and 1%” sizes. Get in 
mounted, handsome and durable. De- : ; ‘ ; 

signed for Columbian’s new Manila touch with your Distributor—order your Columbian 

Rope Coils in 50 ft. and 100 ft. lengths. PICK-ME-UP self-service merchandiser today. 





COLUMBIAN Rope Company 


Auburn "The Cordage City,” New York 
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WHAT’S NEW 





A non-breakable, all plastic Bug 
Gun is also available at $1.98. Brad- 
son Co., Inc. 


For more data circle No. 20 on postcard, p. 43 


Safety cabinet for drugs 


Parents will rest easier when 
they know their drugs are safely 


stored away from the youngsters 
in this Drugsafe. The enamel fin- 
ished steel cabinet can be fastened 
in the medicine chest, closets, or in 
under the sink cabinets. Locks with 
a key. Drugsafe holds about eight 
prescriptions. Available in white 
and colors. Metal Box 
Co. 


For more data circle No. 21 on postcard, p. 43 


Columbia 


Brick mason's spacing tape 
Do-it-yourselfers and _. profes- 
sional masons will want this brick 
spacing tape. It has three scales 
on the same side of the blade to 
permit the user to compare inch 
marking with the best brick course 
without turning the blade. Brick 
course being laid can also be 
checked. Black markings on white 


42 


blade give 10 standard brick 
courses, inch graduations and basic 
modular course flagged at 8 in. in- 


tervals. The 6 ft tape sells for $1.79. 
Evans Rule Co. 


For more data circle No. 22 on postcard, p. 43 


Light and dark wood stains 
Four newly developed colors sup- 
plement the traditional shades in 
this line of wood stains. They are 
blonde, fruitwood, driftwood, and 
platinum. DuPont colorants can be 
used with platinum to produce many 
shades of green, red, blue, and yel- 
low. Light and dark oak, mahogany, 
maple, and walnut can also be 
shaded as desired by mixing with 
Penetrating Wood Finish. Satin 
Sheen stains can be used on natural 








wood paneling, furniture and floors. 
E.. I. DuPont DeNemours & Co. 


For more data circle No. 23 on postcard, p. 43 


Hardware unit for shelves 
Stock needs are reduced and in- 
stallation is easier with Hide-A- 
Shelf hardware. This unit will lock 
at counter and desk height and 


stays level in all positions. Raises 
up to 30 lb smoothly. Fits any shelf 
width and consists of two pieces 
with all working parts integral. The 
$12.75 set fits any enclosed space 
over 22 in. high. Amerock Corp. 

For more data circle No. 24 on postcard, p. 43 


Short hollow wall anchor 

This hollow wall anchor is de- 
signed for use where clearance is 
small between partitions. The 


Shorty Wing-Ding fastens fixtures 
to plaster board or other paneling 


that has been installed over old 
walls on 34 in, furring strips. Use- 
ful on hollow core doors, too. The 
i in. anchors require a 4 in. hole 
and will work in panels from 1/16 
to 3% in. thick. Holds weights up to 
200 Ibs. Diamond Expansion Bolt 
Co., Ine. 


For more data circle No. 25 on postcard, p. 43 


Anodized aluminum moulding 
Anobrite is a Chromtrim an- 
odized aluminum moulding that 
comes in bright anodized and gold 
anodized finish. The finish won’t 
rub off, soil or tarnish. Comes in 
a deal that offers a compact self- 
service floor merchandiser fc dis- 
play at all angles. Each piece of 
moulding is preticketed and no 
wraps are required. Twelve 6 ft 
lengths of the most popular styles 
make up the deal. Free promotion 


(Continued on page 46) 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 









































FIRST CLASS 
PERMIT NO. 3% 
Sec. 4.9 P.L.AR.) 
New York WN. Y. 











Ne postage necessary if meoiied in the United States 


BUSINESS REPLY cane 





















































POSTAGE WiLL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Be sure to write name 
and address on post card. 


Please use this P. O. 
Box Address for Quick 
Check Cards Only 


—_—— a a ee ce ee Gee ee ee 


ee ee gm eee — — = =p ae as oe ow «= > = =—- awe a= <p <p ae « a -_ = 7 

















~_ 














Postcard valid 8 weeks only. After thot use own letterhead fully describing item wanted 12/19/57 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


1 2 3 4 5 6 7 8 eo 12 «613 14 =—«15 
> a? oe a ae Oo a: eee ee ee: ee: a: ee oe 
ee SE ee ee: ee Oe 2 ee 
a @a & 2 Be RF Be waeRrR BS 6 FF wa & & 
61 62 63 64 65 66 67 68 69 7 71 ee See 
, es a 82 83 84 8 86 87 s8 8 
. * 2 923 6M 98 97 9 7 99 100 101 102 103 104 105 


Ne 
iw] 
°o 


= & 
6 
ou 








eeesee@eeeoeeeeeee**eeeeeeeeeeeeeeaeneeneneeeeeneeeteteeeeeeeeeee eee & & 


*eeee eee Cee en teeeeeeeeeuwaeeeeeeeee eee ereeeeeeeeee ee ee ee ee ueeeese 















































Postcord volid 8 weeks only. 





























HARDWARE AGE than in any other magazine. 


@ When you want more free information on any of these products, simply 
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under the individual item description. 


@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
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Here is Your Quick Check Card 


What it is... How it works 


@ Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the ‘What's New’ columns. You get more of these in 
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A big help for busy deal- 
ers. Use this card for free 
information on néw prod- 
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WHAT’S NEW 


(Continued from page 42) 








Sells Itself, 
This Popular 
“Do-It -Yourseli” 


* 
* t¢ eee efeeer 
> 


aids are available. R. D. Werner 
Co., Ine. 


For more data circle No. 26 on postcard, p. 43 


Interior door hardware 


Lockwood’s residential series of 
eylindrical lock and latch sets for 
interior doors feature nylon latch 
bolts as optional equipment. The 
nylen bolts offer quiet, smooth 





+f mit = ‘ \ in 
(Aaa = =n A .\ 


Vee ea ae |||) le eit y 
SL oe hath 

iS GOLDER _ | 
— ye YY, 





_ KESTER 


Cnine 
“OLDER 


latching action, non-corrosive prop- 
erties and no increase in price. 
Lockwood Hardware Mfg. Co. 


For more data circle No. 27 on postcard, p. 43 
Four tool price specials 
| | Here are four tool specials for 
. Hardware Week promotion. No. l 


EVERYTHING YOU NEED FOR PROFITABLE SOLDER SALES __ 
is available in the profit-maker Kester Solder line. But your 
“do-it-yourself” customers won’t buy it if they don’t see it. Make 

a display for Kester products, be sure it’s in a good location, then 

see how it attracts the trade. Don’t forget to feature Kester’s free 
16.page “how-to-do-it” booklet, “Soldering Simplified.” A liberal 
supply is yours for the asking! 


| 
KESTER SOLDER COMPANY «+ 4207 WRIGHTWOOD AVENUE, CHICAGO 339, ILLINOIS | 
NEWARK 5, NEW JERSEY + BRANTFORD, CANADA | 
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is a carpenter square with scriber 
and double hairline level $1.89, spe- 
cial $1.49. No. 2, Power bit set of 
six from % to 1 in., $7.80, special 
$6.95. No. 3 and 4, 12 in., 16-tooth 
hedge trimmer attachments, one 
for % in. drill and the other fits 
Millers Falls 888 Power Unit, 
$14.95, special $12.95. Millers Falls 
Co. 


For more data circle No. 28 on postcard, p. 43 


Eighteen inch reel mower 


This Jacobsen 18 in. reel mower 
for 1958 comes with a 5 or 6 blade 





reel. The Pacer provides shear cut 
action and are powered by a 1.8 hp 
Jacobsen Hi-Torque engine with 
recoil starter. A pushbutton elec- 
tric starter kit is available. A 
competitively priced 18 in. rotary 
mower with 1.8 hp engine is also 
available. Jacobsen Mfg. Co. 


For more data circle No. 29 on postcard, p. 43 


Chain vise tripod stand 


Builders and plumbers will be 
enthusiastic about this heavy-duty 
chain vise on tripod stand, for it 
takes 4% in. through 5 in. diameter 
pipe with ease. Model 2 PSC fea- 
tures a side handle. This permits 
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One of the greatest advancesin 
Modern Packaging - 


BRILLIANT 
NEW BOX! 





You HAVE to sell screws — so 
why not use this high-profit, 
low-selling-cost method? Self- 
service merchandiser makes it 
easy for the customers to buy. 
Generous quantities in one-price 
clear-plastic boxes give the 
buyer more for HIS money, too. 
Everybody wins! 


ta 


DraweRackK wituour soxes 














ELCO ‘no SCREW CORP. 


1800 BROADWAY, 


ROCKFORD, 


itt. 














user to tighten chain without hit- 
ting legs or base. Improved lever- 
age allows faster and easier han- 
dling. There are five jaws: two 
front, two back, and a center jaw 
for bending small pipe. Front and 
rear jaws are reversible for longer 
jaw life. Rugged steel legs are 
scientifically angled for greater 
strength. Erie Tool Works. 


For more data circle No. 30 on postcard, p. 43 


Five-inch backset dead latch 


This one-piece 5 in. backset dead 
is for 


latch use on outswinging 





doors where additional lock secur- 
ity is required and where Kwikest 
400 line locksets are set back 5 in. 
from the door edge. Available in 
all popular finishes, packed 10 per 


carton. Kwikset Locks, Inc. 
For more data circle Ne. 31 on postcard, p. 43 


Tilting arbor bench saw 


Owners of home workshops who 
incomes 
this 


will be 
tilting arbor 


have .,imited 
interested in 








@ For more information on these products and services 
use free post card on page 43. 


bench saw that retails for $24.95. 
It cuts wood up to 2 in. thick and 
has a polished steel boiler plate 
table measuring 12 x 13 in. Comes 
with a double locking rip fence 
and mitre gauge. Rocco Pruducts, 
Ine. 


For more data circle No. 32 on postcard, p. 43 


Lightweight hand lawn mower 

Clemson’s 16-in. Super Special 
hand lawn mower is lightweight 
and medium priced. Features even 
cutting and ease of operation. The 
unit has 10-in. roller bearing 
mounted wheels with semi-pneu- 
matic tires and 3-piece roller. Wheel 
bearings are nylon. Cone bearings 
on the 5-bladed reel are protected 
from dirt. Height adjustments are 





tools. Lists for 


without 
$23.95. Clemson Bros. 


For more data circle No. 33 on postcard, p. 43 


made 


Solid brass firescreen 

Customers with old fireplaces or 
new will be attracted to the trim 
lines and tailored corners of Trim- 
line firescreen. These screens are 
custom-fitted to fit exact measure- 
ments of fireplace at volume pro- 
duction prices. Installation’s easy, 
as there are no holes to drill. Fit- 
ting is held tight by spring and 
pressure rod. Curtain pulls may 
be manual, or pull-chain traverse 
style. Frame. comes in smooth, 
satin or antique brass; polished or 
smooth copper, or in satin black. 





















Mesh curtains come in various cop- 
per and brass finishes, or black. 
Prices start at $29. Portland Wil- 
lamette Co. 


For more data circle No. 34 on postcard. p. 43 


Screw driver for tight work 
Hobbyists and precision workers 
will welcome the M5 model screw 


RG, 





driver. It holds screws in position 
for close work. Barely over 5 in. 
long, the tool holds small screw 
sizes Nos. 3 through 6. A tenite ex- 
truded handle protects user from 
electric shocks. Hunter Tool Co. 


For more data circle No. 35 on postcard, p. 43 


Expansion bolt anchor 

This one-piece expansion bolt ex- 
pands as it is tightened and pro- 
vides an anchor in concrete, steel, 
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WARE...the new quality line 
that sells on sight: 


J&L, a great name in galvanized ware, is easy to sell, lasts longer, priced 
right for faster turnover and higher profits. Stock the best . . . sell the best . . . 
the new J&L galvanized ware. 


Order J&L ware today from your hardware jobber. For detailed informa- 
tion or help in obtaining the Jones & Laughlin galvanized ware line, write 
direct to the Container Division, 405 Lexington Avenue, New York 17, N.Y. 


Jl Jones & Laughlin 


STEEL ...a great name in steel 
Galvanized Ware Plants: Toledo, Ohio, and Atlanta, Georgia 
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“The Utility” 
Water Pail 


This hot-dipped galvanized 
water pail is truly an all-pur- 
pose pail. It is one of the fast- 
est selling items in the line. 
Made with flaring sides and 
fitted with free-swinging wire 
bail. This Jones & Laughlin 
pail ic a real business builder. 
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hardware of 
Du Pont ZYTEL’ nylon resin 








Boe EOS Se OS 


PUSH-BUTTON POWER adaptable to many kinds of machines 
depends on tough, flexible lines of ZyreL. Only 1/7 the weight of 
copper tubing, the lines withstand blows which often damage 
metal tubing. ZYTEL is unaffected by grease, oil, gasoline. (“Multi- 


Luber”’ by Lincoln Engineering Company, St. Louis, Missouri.) 
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Parts made of ZYTEL nylon resin range 
from the simple to complex. There’s the 


simple extruded tubing you see in the 
lubricating device, at left, and the intri- 
cately molded turbine wheel, upper right, 
whose accurate dimensions assure satisfac- 
tory product performance. No matter what 
the shape, all parts of ZyTEL have a basic 
property in common—they are strong. 
That’s why they are doing such a big job 
in so many hardware applications. 

Keep this in mind when next you are 
evaluating your hardware products. Your 
customers appreciate the use of high quality 
materials such as Du Pont ZyTEL nylon 
resin. Let them know about it when ZYTEL 
is used in your hardware items. Tell them 
that items of ZYTEL are lightweight, resist- 
ant to high temperatures, non-britt‘e. 


Want more facts about ZYTEL? Clip the coupon 
and mail it to us for more complete information 
on its properties and uses. 
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TURBINE WHEEL and drive gear molded of Zyret nylon resin 
power the new Turbotool® attachment for Electrelux vacuum 
cleaners. Power at the chuck head is said to be greater than for 
most household electric drills. (Molded, by Westplex Corpora- 
tion, Rochester, New York, for Electrolux Corporation, New 


York, New York.) 
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12-POSITION SWITCH of ZyTeEL was tested by turning it 
through 250,000 cycles. Wear was undetectable. ZYTEL is often 
used in applications which take advantage of its electrical insulat- 
ing qualities. (Made by Industrial Devices, Inc., Edgewater, New 
Jersey.) 
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HEADGEAR on welder’s face shield is fabricated of 

ZyYTEL. It is flexible, easy to clean, has high tensile 

strength. (Molded by St. Clair Plastics Corporation, pena ete elif any erate ens eens ente Sap eee een genn etn ND Sp eS aD SHE SE Sy ED SE SP 
St. Clair, Michigan, for Jackson Products, Inc., War- E. I. du Pont de Nemours & Co. (Inc.), Polychemicals Dept. 





























ren, Michigan.) | Room 2012, Du Pont Building, Wilmington 98, Delaware 
| Please send me more information on Du Pont ZyTEL nylon resin. 
| I am interested in evaluating this material for 
| Name 
7 Company Position 
Street 
| City State 

REG. U.s. PAT. OFF. 7 Type of Business 
BETTER THINGS FOR BETTER LIVING. . . THROUGH CHEMISTRY . inCanada:DuPont Company of Canada(1956) Ltd., P.O.Box 660,Montreal, Quebec. 
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cinder block. Wej-It requires only 
one hole and no special tools to in- 
stall. Comes in all ferrous and non- 
ferrous metals to carry work loads 
from 200 to 1004 lb. Standard di- 
ameters are from 4 to % in. in 
lengths of 13% to 3 in. Priced at $11 
to $75 per hundred according to 


size. Kirel, Inc. 
For more data circle No. 36 on postcard, p. 43 


Plug has finger-grip space 
A boon to homeowners who are 
tired of groping for plugs of 





lamps, appliances, etc., is built into 
this electrical attachment cap. 
Flexible finger pull handle is part 
of plastic plug. Meant to end un- 
safe unplugging which comes from 
yanking cord itself, this plug will 
not scratch furniture. Excess wire 
can be looped in handle opening. 
Miller Electrée Co. 


For more data circle No. 37 on postcard, p. 43 


Self-propelled riding rotary 
Home owners with most any size 
lawn will be customers for this 21 
in. self propelled rotary mower 
equipped with a riding sulky. The 
Lawndale is powered by a 2.75 hp, 
4-cycle, Briggs & Stratton engine 
with a rewind starter. Its V tread 
rear wheels are 11 in. dia and 8 in. 
wide. Front wheels is 10 in. dia 
straight ribbed. The seat is spring 
mounted and the frame is 1 in. 
tubular steel. Housing is alumi- 
num. Also available is a 21 in. reel 
riding mower with cushion seat. 
Powered by a 2.25 hp, 4-cycle 


a2 





Briggs & Stratton engine with re- 
wind starter. Features a_ grass 
stripper device to keep chain and 
sprocket free of grass. An electric 
starter is available for both models. 
Pennsylvania Lawn Mower Dviv., 


American Chain & Cable Co., Ince. 
For more data circle No. 38 on postcard, p. 43 


Easy lighting camp stove 

Here is a portable propane camp 
stove that lights just like the home 
kitchen gas stove. Each burner has 
a separate control knob and self 
contained fuel tank. The easily 
cleaned unit holds two 10 in. skil- 
lets and features an air adjustment 
to permit use at any altitude. Also 





size. 


in a one burner 
Turner Brass Works. 


For more data circle No. 39 on postcard, p. 43 


available 


Budget price utility table 

A low priced utility table, fea- 
turing a General Electric outlet, 
will appeal to homemakers with a 
storage problem. This model is a 
compact 15x20 in. size, standing 30 





in. high. It has three shelves, and 
rolls about on casters. Electric out- 
let makes it a handy work table 
for appliances. Doubles in nursery 
or laundry. Comes in white, yellow, 
and red. Retails for $3.99. Marsh- 
Allan Afg. Co. 


For more data circle No. 40 on postcard, p. 43% 


Portable rotisserie-oven 


Busy housewives will want this 
versatile, portable oven. The control 





panel has a thermostatic oven con- 
trol for baking and roasting tem- 
perature, a Telechron electric timer 
with buzzer, and a 3-way push-but- 
ton selector with bake-roast, broil 
and rotisserie settings. Interior is 
chrome-plated, while the body is 
coppertone and a satin-finish alu- 
minum lid with glass window. The 
$89.95 unit will hold an 18-lb turkey. 
General Electric Co. 

For more data circle No. 41 on postcard, p. 43 


Textured bath ensemble 


Homemakers and decorators will 
be traffic for this bathroom ensem- 
ble of sculptured, embossed vinyl 
fabric with quilted effect. Textur- 
ing is given added elegance with 
gold-finished handles, legs, and 
trimming in this line. Vinyl] fabric 
is washable, scuff-proof, and dent: 
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THE NEWEST SPACE-SAVING, SILENT-GLIDE, 


TROUBLE-FREE HARD WA RE FOR INTERIOR DOORS! 
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Comes completely 
packaged with all 
necessary parts, 
screws and instruc- 
tions. 
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POSITIVE INTERLOCKING we 
ACTION FOR PERFECT /— of) ) 
Ly 


There's no question of door 
alignment with M-D's inter- 
locking door guide shown 
above. Doors snug together 
and will not creep open. 


IDEAL FOR 4 PANEL OR 2 PANEL 
FULL SIZE OR HALF SIZE DOORS 


Here's hardware that can't be matched for ease-ot- 
operation, ease-of-installation! New M-D Folding Door 
Hardware can be used on any interior door, on any 
thickness, for every opening! Gives full access to closets, 
yet saves valuable wall and floor space. 


ONE PACKAGE FOR ALL DOORS 
° to V/s" THICK 4 PANEL DOORS 


Completely packaged sets for 4 panel doors are available for 4'0", 
5'0” and 60” openings. Same hardware fits all thicknesses of doors. 
Sets contain al) necessary ports, plus screws and detailed illustrated 
instructions for installing. 


TWO PANEL DOORS , completely f packaged sets for 


2 panel doors are available for 2'0", 2,6" and 30° openings. Same 
hordware fits all thicknesses of doors, Sets contain all necessary ports, 
plus screws and detailed illustrated instructions for installing. 


SMOOTHER OPERATING 


Silent nylon bearing gliding in top 
quality extruded alyminum track 
assures effortiess, trouble-free op- 
eration. Special track design pre- 
vents damage to track groove when 
instolling—another plus! 











DOOR ALIGNMENT 
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WHAT'S NEW 














proof. Ensemble comes in separate 
pieces in white, black, pink, yellow, 
green, and blue. Pearl-V’ick Corp. 
For more data circle No. 42 on postcard, p. 43 


Ornamental window shutter 


Customers who want the charm 
of the old and the durability of the 
new will be interested in this alu- 








minum window shutter. It has full 
depth louvers, and reproduces an- 
tique wooden shutters for orna- 
mental purposes. Finished in 
green, red, or white these shutters 
are said to be rattle and warp 
proof. They come ready to install 
in a wide range of sizes. Air Con- 


trol Products, Inc. 
For more data circle No. 43 on postcard, p. 43 


Auto-top ski carriers 

Here is an intriguing device that 
will bring sportsmen into your 
store. This Sun Valley Ski Carrier, 
model 90 carries six pairs of skis 
in a double-deck arrangement on 
the car trunk. Cf steel channel 


54 


ccnstruction, carrier fastens to 
trunk lid with straps and suction 
cups. It offers no wind resistance. 
Other models include: E_onomy ski 
carrier, model No. 80; Alpine ski 
rack, model No. 320; Flo-line ski 
rack, model No. 220; Flo-line, Jr. 
Continental, model No. 620 is de- 
signed for Volkswagon and other 
foreign cars, and model No. 110, a 





carrier designed exclusively for con- 
vertibles. Market Forge Co. 


For more data circle No. 44 on postcard, p. 43 


Early American thermometer 
Home decorators will be inter- 
ested in this early American 
design thermometer that will 
harmonize with any room. The 
Suffield wall thermometer is made 
of brass on hand rubbed hard- 





woods. Retails for $4.95. Cooper 


Thermometer Co. 
For more data circle No. 45 on postcard, p. 43 


Suitcase-type gasoline can 


These heavy guage steel, portable 
gasoline cans feature a suitcase de- 





sign to fit into limited storage 
space. Porta-Gasoline-Cans have a 
reversible, flexible pouring spout. 
Available in 3- and 61'-gal plus 
models. The 6%4%-gal marine model 
comes with a 10-ft neoprene con- 
necting hose. Dual connecting hoses 


are available. Edward Can Co. 
For more data circle No. 46 on pestcard, p. 43 


Five piece garden tool set 

This latest addition to the Good 
Earth garden tool set line has five 
plastic-handled tools. The two-tone 
plastic is unbreakable and splinter- 





proof. Steel blades are rust and tar- 
nish proof. This set is packed in a 
display box and consists of a trowel, 
transplanter, fork, weeder and cul- 
tivator. Sells for $5.95. Great Neck 


Saw Manufacturers, Inc. 
For more data circle No. 47 on postcard, p. 43 


Adult motor boat life vest 


Water ports enthusiasis will be 
customers for this Tapatco Life 
Vest with the red-and-blue plaid 
pattern. Its Kapok filling is sealed 
in vinyl to prevent water absorp- 
tion. The vest has adjustable side 
straps, front tie tapes and dee ring 
with snap fastener. Web leg straps 
are optional at extra cost. Also 
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There’s a 


in Pipe Vises 




















A 


We had to put on extra hands — since we 
started suggesting “Scorcn” Brand Masking Tape 
with every paint sale! 














RIGA(D Bench Vise — 
8 sizes, capacities, /’’ to 6”’. 


ill E> 


enc: Pipe Vises 


Special work-saver features your customers 
like—LonGrip jaws that grip tighter 
without chewing up pipe . . . pipe rests 
that hold pipe firm for better threading 
* e © . ° 
junior coil . .. handy built-in pipe benders .. . 
25 Ibs. packed in self- modern streamline design for efficient 
dispensing carton. operation. It pays you to give them 
super =- TUFF Measure-marked every more-for-their-money RIZaiID> 


' 

; 

‘ 

‘ 
50 and 100 ft. coils of \Y 10 feet. —order from your Wholesaler today. 
manila or nylon rope 


in a new combination The Ridge Tool Company « Elyria, Ohio. U.S.A. 
self-service display tray 
and shipping unit. 
Polyethylene wrapped. 
Practical rope packages for- Boating 
Home + Farm «+ Industry « Recreation 
MANUFACTURERS 37™™®& G3 Pat SINCE 1829 


THE THOMAS JACKSON & SON CO. Reading, Pennsylvania 


Parka Kj ol) tory 
Last (iv | 
anion. “ alpen 
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ONE GROSS 
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— Slotted == req Get ‘em easier... 
ONE GROSS 


| FLAT HEAD 
O BRASS 











Immediate shipment and service .. . 
in a full range of head styles, sizes, 
metals and popular finishes, easy to 
stock in the handy square-cornered 
American package. 
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Sell ’em easier 


in the color-coded, 
easy-to-service unit because 
you can move larger quantities 
of a greater variety in less 
time. They’re easier to service 
when you buy American. 






= fés Eegier 
=f toPMokt with 














AMERICAN SCREW CO. + WILLIMANTIC, CONN. 
CHICAGO, ILL. DETROIT, MICHIGAN 
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WHAT'S NEW 








available in solid orange, blue or 
green colors. A 3-dimension cushion 
cover, cushion line and stay afloats 
are also available for 1958. Ameri- 
can Pad & Textile Co. 


For more data circle No. 48 on postcard, p. 43 


Slim carafe and tray set 


Your customers will find this 
slim-line lightweight carafe and 
tray set suitable as gifts or for their 
own use at home or in the office. 
The vacuum insulated glass filler 
holds 20 oz and has a wide mouth 
for ice cubes. The plastic case has a 





flip lid and grooved non-slip handle. 
Tray has a covered caddy for paper 
cups. Colors available include gray, 
brown, pink and blue. American 
Thermos Products Co. 


For more data circle No. 49 on postcard, p. 43 


Everyday crystal tableware 


Five different tumbler and stem- 
ware sizes will have the Golden 
Foliage design shown. The design 
is an overall frost with 22k gold 
leaves accented with gold bands at 
top and bottom plus a gold rim. 
Glasses shown are a 14 oz beverage, 
6% oz sherbet and 4 oz cocktail. 
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NEW! protit with another 
Campbell chain Exclusive / 









CAMPBELL 


CHAIN 


& Blue Cemper 


PRE-CUT, PACKAGED CHAIN 


@ 3/16", 1/4", 5/16”, 3/8” Proof Coil 
Chain . . . in lengths of 10’, 15’, 20’, 
50’ and 100’ . . . in attractive self- 


service packages. 


York, Pa.—W. Burlington, lowa 


Makers of the famous Lug-Reinforced Tire Chains 





©@ Instantly identified by the rich blue 
color... tempered right into the chain. 


Now, for the first time chain moves from 
the back room to the front counter. No 
cutting, measuring, wrapping .. . 
25% of your sales are in these pre-cut 

lengths. Stays clean and easy to handle. * : 


Stock a representative seiection and — 
watch impulse buying make chain 
buyers out of ‘‘shoppers."’ Start selling 
Campbell “Blue Temper’’ Chain today. 
Contact your Campbell distributor or 
PATENT APPLIED ror Write direct for details. 


Pre-Cut, Packaged Chain also available in Hot Galvanized _. 


CAMPBELL CHAIN Comsany 





















Portland, Ore.—Sacramento, Calif.—E. Cambridge; Mass. 


pernpuee st 
Packaged ,% 


Oo 
a 















EASY TO DISPLAY 
IN BIN OR ON 
PERFORATED 
BOARD 


* ELIMINATE 
Loose-piece losses. 
Time losses. 


* OFFER 
Easier selling. 
Greater convenience. 
Improved appearance. 
Maximum protection. 


ORDER FROM YOUR WHOLESALER 


“Tutub S, INC 


BOX 333, MICHIGAN CITY. INDIANA 


FACTORY: GRAND BEACH, MICHIGAN 





“One good turn (buckle) deserves another” 
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WHAT'S NEW 














Others available are a 10 oz bever- 
age and 9 oz goblet. Sets of eight 
tumblers sell for $4, stemware $6 


per set. Owens-Illinois Glass Co. 
For more data circle No. 50 on postcard, p. 43 


Insulated serving ware 


Your gift-minded customers will 
see a practical side to this hand- 
some pitcher-tumbler-tray set. In- 
sulation keeps cold or heat locked 
in for hours. Both one quart 
pitcher and 10 oz. tumblers are 





plastic and insulated. Tray is an- 
odized aluminum. insulating qual- 
ities also end condensation. Comes 
in coppertone and ivory, gold and 
ivory ensembles in gift packages. 
Retails at $13.95. N.F.C. Engi- 


neering Co. 
For more data circle No. 51 on postcard, p. 43 


Sleeping bag and tent folder 
Tapatco’s 16 sleeping bag styles 
for 1958 are described and illus- 
trated in color in this 4-page folder. 
Tents, air mattresses and toboggan 
cushions are also shown in their 
natural colors. Another folder de- 
scribes and illustrates the full 





Tapatco line of Nauti-Togs, casual 
wear for boating and other water 
sports. American Pad & Textile Co. 


For more data circle Ne. 52 on postcard, p. 43 


Baby safety gate and dryer 


Busy mothers will be interested 
in this combination safety gate and 
clothes dryer. As a gate to keep 
the baby safe, it is placed on its 
side in the doorway. A spring is 
attached to a hook and the gate 
stays firmly in position. For use as 








a clothes drying rack, the unit 
stands upright. This newest Ken- 
tucky Bell item retails for $2.98. 
Howard B. Rich, Inc. 


For more data circle No. 53 on postcard, p. 43 


Missile launching toy 


Youngsters will go for this ac- 
tion packed missile launching can- 
non mounted on the ICBM Truck. 
The cannon can be raised ana low- 
ered by a ratchet gear control and 
there is an opening and closing am- 





munition compartment. Retails for 
$3. Ideal Toy Corp. 
For more data circle No. 54 on postcard, p. 43 


(Resume reading on page 16) 
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Ulek- Conmetys” 


GARDEN HOSE COUPLER 


Patent applied for 


No Moving Parts! Push To Connect 
Twist To Disconnect 


Made from 
1 cloz. couplers displayed on Du Pont Zytel Nylon 


informative counter card 9” x 11” 7 
Sw 


SPRINKLER 
pust TO CONNECT 
twist 10 
KX pisconnect 
N movies 
x4 nothing . i 
;tien 


d agoin™ 
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STILE CRAFT Mfg. Co. * 1825 Macklind, St. Louis 10, Mo. 


NOTE: MANUFACTURERS REPRESENTATIVE, SOME TERRITORY OPEN— WRITE US FOR DETAILS. 
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PUMP INSTALLATION BEGINS by tightening special on | es 
plastic adapter into threaded pump opening. er eS — oe 














































































































































































REPUBLIC SRK IS '"WELDED” to plastic adapter, using 
special solvent. Additional lengths are joined, using 
same solvent with plastic couplings or with male 














and female adapters. 
€ 


" = PUMP INSTALLATION IS COMPLETE when wiring is 
taped to pipe, and pump lowered into position. 


THESE BETTER PRODUCTS 


REPUBLIC ENDURO® STAINLESS STEEL—is used by leading housewares FASTENERS—over 20,000 types and sizes of standard bo!ts and nuts are sup- 
manufacturers for utensils that will stay new looking a lifetime... will never plied in eye-catching, tough, non-smudging packages that make attractive 
chip, crock or flake ... will resist rust and corrosion. self-selling displays. 
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The dynamic shift of population from crowded 
cities to outlying areas provides bright profit 
opportunities for you in many major hardware 
lines. Tough, lightweight Republic SRK Plastic 
Pipe—the ideal piping for fast, dependable sub- 
mersible or jet pump installations—provides a 
good example. 

Made from high quality Kralastic, low-cost 
Republic SRK offers your customers a combina- 
tion of advantages unmatched by any other pipe 
material. They include: 

Unexcelled purity protection for drinking water. 
Republic Semi-Rigid Kralastic carries the seal 
of the National Sanitation Foundation—assurance 
of permanent well-fresh water delivery. 


High strength for suspension of pumps deeper 


ARE Pm eer i 


STEEL PIPE—for plumbing, heating, air conditioning and all other home and 
building uses. This high-quality pipe is available in’a full line, in sizes 
you want. 


STEEL 


and Steck Produad 
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Bator Products build Better Proftta... sell 


REPUBLIC PLASTIC PIPE 


than ever before practical with plastic. Test wells 
set at 195 feet prove the complete dependability of 
Republic SRK for your customer’s submersible or 
multi-stage jet installations. Impact strength is out- 
standing, too. Pressure ratings range up to150 psi. 


Installation convenience for fast, easy, economi- 
cal pump settings. One man can carry all of the 
20-foot lengths needed for the deepest well. Only 
seconds are required to join lengths, using sol- 
vent and special plastic fittings. 


Home and farm water-well piping is only one 
of the many profit possibilities open to you when 
you stock and sell Republic SRK Plastic Pipe. 
Get all the facts on this and Republic’s other 
plastic pipe products from your distributor to- 
day. Or mail coupon for information. 


BUILDERS, 


WIRE NAILS AND STAPLES—ca complete line for every farm and home 
use. Also ideally suited to and accepted by the building trades. Made from 
steel wire specially produced for nail manufacture. 


& REPUBLIC STEEL CORPORATION 


7 DEPT. C-3777-A 

3154 EAST 45TH STREET « CLEVELAND 27, OHIO 
Please send me information on 

C7 SRK Plastic Pipe 

C) Bolts and Nuts 

(1) Wire Nails and Staples 

C1) Steel Pipe 


Name 





Title 








Address 





| 
| Company 
| 
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Two good names are always 
better than one 


When you sell a portable electric drill show All leading manufacturers of portable elec- 
the JACOBS on the chuck. It is your customers tric tools equip their drills with Jacobs Chucks. 
extra assurance of top tool performance. Show the JACOBS on the chuck when you sell. 


An electric drill is no better than ituchuck See ee ee 


... the point where the drill’s power is put to | 

work. Many heavy duty operations are per- 

formed with attachments which are held in Sacobs 
the chuck, so a tight, accurate grip—a Jacobs CHUCKS 
grip—means better work done easier. 


The Jacobs Manufacturing Company West Hartford, Connecticut 
HARDWARE AGE, DECEMBER 19, 1957 











TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 16) 
Alarm clock display shipper 


The new Westclox Fawn alarm 
clock can be effectively merchan- 
dised in this attractive display 
shipper. The compact display can 
be set up quickly and carries an as- 





sortment of five fawns in ivory 
cases and four with pink cases. 
Fawn alarms stand 34 in. high and 
retail for $3.25. Westclox Div., Gen- 


eral Time Corp. 
For more data circle No. 55 on postcard, p. 43 


Hand tool merchandiser 


Here is a truck load of specials 
that will attract your hand tool cus- 
tomers. This miniature truck dis- 
play carton holds five each of a 





dozen different items from saws tc 
screw drivers. Values up to $2.49 
sell for 99¢ each. Display measures 
19 x 17 x 944 in. Oxwall Tool Co. 


For more data circle No. 56 on postcard, p. 43 


Can opener display assortment 


Housewives will be attracted by 
this 7-color display for Can-O-Mat 
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PRUNING 
SAWS AnD 
EQUIPMENT 






PENNSYLVANIA SAW 
CORPORATION 


OFFICES NEWARK,N.J. FACTORY YORK, PENNA. 





To all of our 
very good friends: 


The Hardware Wholesalers 
and Retailers of America 


A Very 
MERRY CHRISTMAS 


and a 


HAPPY NEW YEAR 


THE WATER MASTER COMPANY 





® EYE-APPEALING 

® BUY-APPEALING 

® PREPRICED 2 FOR 15¢ 
Step up unit sales with the self-serv- 
ice “Can't-Miss” 2 PAC. This con- 
venient, transparent package is a 
proven, “sure-fire” traffic stopper. 


McGILL METAL PRODUCTS CO. 


MARENGO BS Se. Bens 






































TO HELP YOU SELL 































can openers and the Ice-O-Mat ice 
crusher. A colorful palette is on a 





background of simulated kitchen 
tile on the compact unit which has 
seven brackets to hold a selection 
of items. Display comes with dem- 
onstration cans, price labels, and a 
free accessory kit worth $3.10. Use- 
ful on wall or counter. Rival Mfg. 
Co. 


For more data circle No. 57 on postcard, p. 43 


Four paint brush assortments 


These brush assortments are for 
self-service merchandising. One as- 
sortment (shown) features gold 
stripe, high quality brushes on a 
rotating perforated panel unit. An- 
other consists of budget brushes in 
%% to 3 in. sizes packaged for coun- 





ter display. A third group has a 
smooth-tipped bristle, white han- 








dles with red stripes and jacketed. 
Labeled for size and use. Sizes from 
2 to 4 in. Comes with a special bonus 
plan. Another assortment has a full 
range of home sizes on cards with 
seven different colored handles. A 
special rack for wall or counter is 
available. All display units are 
available free. Brush Div., Pitts- 
burgh Plate Glass Co. 


For more data circle No. 58 on postcard, p. 43 


Sling chain bulletin 


Kuplex sling chains are fully de- 
scribed and illustrated in this color- 
ful bulletin. Data on choosing the 
proper chain size and style; load 
limits at various angles; cotnpo- 
nents required to make a sling; and 
information on assembly and repair 
are all included. An unusual chain 
service program is also descrived. 
American Chain Div., American 
Chain & Cable Co., Inc. 


For more data circle No. 59 on postcard, p. 43 


Fishing equipment catalog 
If you sell fishing tackle this 
American Tackle fishing tackle 








CHILDREN! 

















OH DEAR WHERE 
COULD THEY BE? 


















Ask your 
iobber for 
these 
Bethlehem Steel 
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NAILS AND STAPLES 





STEEL FENCE POSTS 
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BARBED WIRE 





catalog will be interesting. Ocean 
City, True Temper and Montague 
brand tackle for 1958 is described 
and illustrated in this 48-page 
book. A merchandising program is 
outlined in the well illustrated 
booklet that shows 161 rods, 62 
reels, fishing line, tackle box, and 
lists Al Foss lures and artificial 
baits. True Temper belt axes and 



































ice chisels are also included. 
American Tackle & Equipment Co. 


For more data circle No. 60 on postcard, p. 43 


Cleaning sponge packaging 


Amsco Super-Cel sponges are 





packed four to a_ polyethylene 
Twist Pack for self-sales appeal. 
The all-purpose cleaning sponges 
come in blue, pink, yellow and 
green. Retails for 39¢ per pack of 
four. American Sponge & Chamois 
Co. 


For more data circle No. 61 on postcard, p. 43 


Dealer's drill bit catalog 


This bright, new hardware deal- 
er’s catalog completely describes the 
full Cleveland line of drills, drill 
sets, cabinets, display cases, car- 
tons, reamers, extractors and tool 
bits. The well-illustrated, 34-page 


catalog also gives decimal equiva- 
lent tables and tap drill sizes, prices 
and all other data on the items. 
Cleveland Twist Dri! Co. 


For more data circle No. 62 on postcard, p. 43 


Machine screws and nuts 


This stainless steel machine 
screw and nut assortment has been 
added to the Sharon line of refill- 
able fastener assortments. The new 
ranges 


assortment in sizes from 


~ 





6/32 x % to 44-20 x 2. Sharon Bolt 
& Serew Co. 


For more data circle No. 63 on postcard, p. 43 


(Resume reading on page 17) 
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BALE TIES 


OUR NEW BETHLEHEM FENCE MAKES ITSO 
EASY TO KEEP TRACK OF THE LITTLE DARLINGS! , 


AUTOMATIC 
BALING WIRE 


HARDWARE AGE, DECEMBER 19, 1957 





Cartoon ads like this, appearing 
regularly in regional farm papers 
are catching the attention of your 


P rospects. 





Your housewares business begins 





EXHIBITOR 


A-M-R Chemical Co., Inc. 

Ace Products Co. 

Ade-O-Matic Co. 

Air-d-Lux Corp. 

Aladdin Industries, Inc. 

Alladin Plastics Inc. 

Allied Basket Co. 

All Luminum Products, Inc. 

Allura Products, Inc. 

Aluminum “oes Utensil 
Co., Inc., 

Aluminum Goods Mfg. Co. 

Aluminum Housewares Co. 

Aluminum Specialty Co. 

American Biltrite Rubber Co. 

American Casserole 
Specialty Co., Inc. 

American Family Scale Co. 

American Gas — Co., 
Div. Queen Wks., Inc. 

American Plastic Products Co. 


Americon Tack Co., Inc. 
American Thermos Products 


Co. 
American Windshield & 
Specialty Co., The 
neat Co. " 
- Shower Curtain Co., 


Pm so Hocking - gg Corp. 

Aristocrat Clock C 

Arlington Mfg 73 nec. 

Armor Somer & Silver Co. 

Arnel-Plastron Inc. 

Arnold, Inc., S. M. 

Artcraft Wire Works 

Artistic Wire Products Co., 
Inc. 

Artsam Co., Inc. 

Artwire Creations Inc. 

Arvin Industries, Inc. 
(Electronics & Appliances 
Div. 

Arvin Industries, Inc. 
(Furniture & Housewares 


Div.) 
hesndiatedl Plastic Div., 
Commercial Plastics Co. 
Atlantic Tubing & Rubber Co. 
Atlas Tool & Mfg. Co 
Automatic Controls Corp. 
Automatic Wire Goods 
Mfg. Co., Inc. 
Avtoyre Co., The 
Ayer Plastics Co. 


BW Molded Plastics 
Badger Basket Co. 
Bailey of Peru 
Balanced Foods, Inc. 
Ballonoff Metal Products Co. 
Bar-B-Bow! 
Barler Metal Products, Inc. 
Beacon Enterprises, Inc. 
Beacon Plastics Corp. 
Beacon Wax 
Bearfoot Airway Corp. 
Beh Housewares Corp. 
Benjamin & Medwin, Inc. 
Bennett-treland Inc. 
Berkeley Industries 
Bernard Edward Co. 
Berns Air King Corp. 
Bersted Mfg. Div., 
McGraw-Edison Co. 
Big Boy Mfg., Co., Inc. 
Birmingham Stove & 
Range Co. 
Bissell ‘Cunmat Sweeper Co. 
Blisscraft of Hollywood 
Block, 


Block & Co. 
Representing: Nelson Machine & 
Mfg. Co.; Virgo Mfg. Co. 


Block & Sons, Inc., M. 
Bloomfield Industries, Inc. 
Blossom Mfg. Co., Inc. 
Boker & Co., Inc., H. 
Bonley Products Co. 

Bonny Products Co. 
Boonton Molding Co. 
Borg-Erickson Corp., The 
Bostwick Laboratories, Inc. 
Branchell Co., The 

Brearley Co., The 

Briddell, Inc., Charles D. 
Bridgeport Brass Co. 
Brillium Metals Corp. 


Srudiusti yf SPONIC ve 








Bromwell Wire Goods 
Co., The 
Brookpark Div., International 
Molded Plastics, Inc. 
Brown, Inc., John Clark 
Bruce Co., 
Bryant Electric Co., The 
Buckeye Div., 
Mardigian Corp 
Burgess Vibrocrafters, Inc. 
Burlington Basket C 
Burns Mfg. Co., Inc., ° The 
Burroughs Mfg. Corp. 
Buxbaum Co., The 


C & H Air Conditioning 
Fan Co., Inc. 
Cadie Chemical Products, Inc. 
Cal-Dak Co., The 
Campro Products, Inc. 
Capitol Products Co., 
Inc., The 
Cardinal China Co. 
Cartan Products, Inc. 
Carlisle Mfg. Co., Inc. 
Carlson Products, Inc. 
Casco Products Corp. 
Case & Sons Cutlery Co., 


W. R. 
Central States Paper & 
Bag Co. 
Century Enterprises Inc. 
Century Products, Inc. 
Certified Home Products 
Chain Store Age 
Chaney Instrument Co., 
Jobr. 1. 
Cherteston Industries, inc. 
Chathain Glass Co. 
Chattancoega Royal Co. 
Chelsea Fan & Blower 
Co., Inc. 
Chemex Corp. 
Chicago Metallic Mfg. Co. 
Chico General Products Corp. 
Cincinnati Galvanizing 
Co., The 
Circle Research 
Laboratories, Inc. 
Citation Housewares, Inc. 
Clark Co., J. R., The 
Clean Home Products, Inc. 
Club Aluminum Products Co. 
Cohn-Hall-Marx Co. 
Coles & Co., Inc. 
Colorite Plastics of New 
Jersey, Inc 
—— eens & 
Stamping Co., Inc. 
Pn es ny Plastic 
Products, Inc. 
Comfort Lines, Inc. 
Como Plastics, Inc. 
Continental Can Co., 
Decoware Div. 
Continental Scale Corp. 
Continental Silver Co., Inc. 
Cooper Thermometer Co., The 
Copper Brite Inc. 
Corbin, Inc., R. K. 
Corcoran Mfg. Co. 
Corduan Mfg. Co. 
Corning Glass Works 
Cory Corp. 
Coughian Co., G. N. 
Cream City-Metl-Top Div. 
Jones & Laughlin 
Stee! Corp., ee Div. 
Cromwell Silver Corp. 
Crown Ru r Co. 
Crown Sanitary 
Products, Inc. 


Dapol aes Inc. 

Datom Co., 

Davies Melding Co., Harry 

Davis Co., J. C., The 

Davis Mfg. Co. 

Dayless Mfg. Co., Inc. 

Dazey Corp., 

Dee Mfg. Corp. 

Dennis Mitchell Industries 

Department Store Economist 

Descoware Corp. 

Deshler Broom Factory, 
Inc., The 

Detecto Scales, Inc. 

Diehl Mfg. Co. 

Dominion Electric Corp. 

Doranne of California 

Dor-File Mfg. Co. 

Dormeyer Corp 

Douglas & ca: inc., David 


a Cy the NHMA 
Ms 


fe > the 





Dover Maid Industries, Inc. 
Drazan, N. 
Representing: National Screen 
Inc 


miasiee Starline Corp. 

Druid Hill Park Seed Corp. 

Du-All Mfg. Co., The 

Du-Fold Mfg. Co., The 

Duo Dellay Products Co. 

Dupli-Color Products Co., 

Du ro de Nemours & 
Co, Inc., 

Duralast Corp. 

Durham Mfg. Corp. 

Durst Mfg. Co., Inc., The 

Dustmaster Corp. 

Du Wal Products, Inc. 


Eagle Roll Leaf Stamping Co. 
Easy Day Mfg. Co. 
Eddifilm Plastic Div., 
M. Lowenstein & Sons, Inc. 
Edlund Co., Inc. 
Ehrlich, Lou 
Ekco Products Co. 
Ekco Republic Co. 
Electric Steam Radiator Co. 
Elm Jay Meta! Products Co. 
Embree Mfg 
Emco Porcelain 
Enamel Co., Inc. 
Emerson Electric Co. 
Empire-Amerex 
Products Corp. 
Empire Brushes, Inc. 
Emson Corp. 
Enoz Co 
Enterprise Aluminum Co., The 


EZE Fold Mfg. Co., Inc. 


Falco Products Co. 
Farber, inc., S. W. 
Farber & Shievin Inc. 
Fasco Industries, Inc. 
Federal Enameling & 
Stamping Co. 
Federal Glass Co., The 
Federal Tool Corp. 
Feemster Co., W. R. 
Ferry-Morse Seed Co. 


lation 3 


Hodmsettettries 


Fillip Metal Cabinet Co. 
Filray Corp. 
Finders Mfg. Co., The 
isher Plastics Co., Ear! 
Flambeav Plastics Corp. 
Fletcher Enamel Co., The 
Flexi-Mat Corp. 
Foley Mfg. Co. 
Forman Family, !nc. 
Fowler Co., Fred V. 
Freedman-Mathews Corp., The 
Freezer Queen Products Co. 
Fresh‘nd-Aire Co., 

Div. of Cory Corp. 


ww 





G-H Specialty Co. 

G & S Metal Products Co., Inc. 

Gailstyn Co., Inc., The 

Gardex, Inc. 

Garner & Co. 

Gem, Inc. 

General Electric Co., 
sae any od & Radio 
Receiver 

General  ScanlallG Inc. 

General Slicing 
Machine Co., Inc. 

General Textile Co. 

General Tire & Rubber Co. 
enoa Mower Co. 

Gibralter Household 
Products Co., Inc. 

Gilton Mfg. Corp. 

Gitsware Corp. 

Glamorene, Inc. 

Glamur Products, Inc. 

Glidden Co., The 

Golden Star Polish 

fg. Co., Inc. 

Goodell Co. 

soshen Churn & Ladder Inc. 

sotham Industries, Inc. 

gray Co., 

sreat States Corp. 

sriffith Laboratories, 
Inc., The 

Griswold Mfg. Co., 
Div. of The Wagner 
Mfg. Co. 

Guild Products, Inc. 

Gustin-Kramer Co. 





Qaoooaoago 


H & P House Furnishing 
Co., Inc., The 
Haddon Products Inc. 
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Hall China Co., The 
Hamilton Beach Co., 

Div. of Scovill Mfg. Co. 
Hamilton Equipment Corp. 
Hamilton Glass Co. 
Hamilton Import Corp. 
Hamilton Mfg. Corp. 
Hamilton-Skotch Corp. 
Hampden Specialty 

Products inc. 

Hancock Mfg., Inc. 
Handy-Andy Specialty 

Co., Inc. 
Hendy-Hannah 

Products Corp. 

Handy Things Mfg. Co. 
Hankscraft Co. 

Hanson Scale Co. 
Hardesty-Quittner, Inc. 
Hardware Age 
Hardware Retailer 
Harris Pine Mills 

Hart Products 

Harvell Mfg. Corp. 
Harvey Mfg. Co., Inc. 
Harville Rose Service 
Harwood Co., The 
Hasty Bake Mfg. Co., Inc. 
Hazel Atlas Glass Div., 

Continental Can Co. 
Heller Hostess Ware 
Heller & Sons, Inc., Morris 
Henry Co., George 
Herculean Products Co. 
Herman’s Novelty Mfg. Co. 
Herold Products Co., Inc. 
Hertzberg & Son, Inc., H. 
Heyman Glass Co., Inc. 
Hillside Metal Ware Co. 
Hirsh Mfg. Co., S. A. 
Hirsh Mfg. Co. 

Homak Mfg. Co., Inc. 
Home Furnishings Daily 
Hoover Co., The 
Household Mfg. Co. 
Houseware Sales Corp. 

Representing: General Wood 

Products Co.; Wm. B. Watkins 

Co., T 
Houseware Trading Co. 
Housewares Review 
Howard Housewares, A. 

Div. of LaPointe 

Industries, Inc. 

Hull Cutlers Corp., John 









Vanufaclaiers and Dye a0 











...With these 724 Exhibitors 





Hunter Division — 
Robbins & Myers, Inc. 

Hunter Metal 
Industries, Inc. 

Hutzler Mfg. Co. 


Ideal Rubber Products Co. 
idealware Corp. 

(Div. of Ideal Toy) 
Imperial Knife 

Associated Cos., Inc. 
industrial Plastic Co. 
inland Mfg. Div., 

General Motors Corp. 

Insta Products Co., 

Div. of Knapp-Monarch Co. 
International Appliance Corp. 
International Oil Burner Co. 
International Silver Co., The 
lona Mfg. Co. 
lronees Co., The 
Irvin Ware Co. 
irwin-Willert Co. 





Jace sus’ Sons, Inc., A. G. 

Jeannette Glass Co., The 

Jiffy Enterprises, Inc. 

Joell Mfg. Co. 

Johnson & Son, I ~ 4 4 

Jones & lovee’ Steel Corp. 
Container Division 


K. V. P. Co., The 

Kamenstén, Inc., M. 

Kamkap, Inc. 

Kaplan & Sons, Inc., 
Joseph A. 

Karmax Corp. 

Karoff Originals, Ltd. 


Keller MfgoCo., H. V. - 
Kellogg Brush Mfg. Co. 
Kenro Corp. 


Kent Plastics, Inc. 

Kenwood Ceramics 
(Div. of Shawnee Potteries) 

Keystone Brass & Rubber 
Co., Inc. 

Kidde Mfg. Co., Inc. 

Kimberly-Clark Corp. 

Kirk’s Ltd. 

Kisco Co., Inc. 

Kitchen Aid Electric 
Housewares Div., The 
Hobart Mfg. Co 

Kitchen-Quip, Inc., 
FoodCo Appliance Div. 

Klasco Products Co., Inc. 

Kleinert Rubber Co., |. B. 

Knape-Vogt Mfg. Co. 

Knapp-Monarch Co. 

ee Metal 
Guild, 

BR oan, Sow wo Rubber Co. 

Koenen Mfg. & 
Engineering Co. 

Kord Mfg. Co., Inc. 

Kordite Co., 

Div. of Textron, Inc. 

Kromex Corp. 


La Belle Silver Co., Inc. 

Lefayette Brass Mfg. Co., 
inc., The 

Lafayette Products Co. 

Laitner Brush Co. 

Landers, Frary & Clark 

Lasko Metal Products, Inc. 

Lav Blower Co. 

Lawson Co., F. H., The 

Lee Industries, Inc. 

Leeds Chemical 


Products, Inc. 
Leiner & Co., Geo. S. 
Leipzig Co., 


Represent ing: R. H. Lyons Co. 

Leipzig & Lippe, Inc. 
Representing Eclipse Metal Mfg. 
Corp.; R. Greenspan & Co.; Jobie 
Mfg. Co., Inc.; West River 
Basket Corp. 

Levitz, Har 
Representing: Eastern Frame & 
Mirror Corp.; Harle Specialty 
Co., Inc. 

Levy Sons, I. 
4 Macon, Boe U. S. Mfg. Corp.; 
Chain Bike Corp. 

Lewis Research 
Laboratories, Inc. 

Lewis Steel Products Corp. 

Leyse Aluminum Co. 

Liberty Electric Co. 
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Lifetime Cutlery Corp. 
Lincoln Mfg. Co., Inc. 
Lincoln Metal Products Corp. 
Lisk-Savory Corp. 

Loeb, Inc., Ben S. 
Representing: Edien Herman 
Products; Hobson & Botts Co.; 
Martin Stove & Range Co. 
Riverside Foundry Co.; 
Inc.; Webster Basket Co. 

Logan Company 

Loma Plastics, Inc. 

Lorch & Co., Inc., H. 

Loroman Co. 

Lovell Mfg. Co. 

Lucent Corp., The 

Luce Reflexite Corp. 

Lux Clock Mfg. Co., 


Stoware, 


Inc., The 


McClintock Products Co., 
Whittier Div 

Madden Machine 

Maggie Magnetic, Inc. 

Magic Hostess Corp., The 

Magicolor Co. 

Magla Products 

Magnolia Products, Inc. 

Majestic Silver Co. 

Mandeville & King Co. 

Manning-Bowman Div., 
McGraw-Edison Co. 

Mapes Woodworking Co. 

Markel Electric i to Inc. 

Martun Mfg. Co., Inc. 

Marshallan Mfg. Co. 

Mortin Rubber Co. 

Marvin Mfg. Co., W. B., The 

Masonware Co. 

Master Corp 

centemenaltines Clock & 
Radio Co. 

Master Mfg. Co. 

Master Metal Products, Inc. 

Mastur Mfg. Co. 

Mayer Co., Inc., William F. 

Maynard Mfg. Co. 

Maywood Furniture Co. 

Mechanical Mirror Works 

Megal Mfg. Corp. 

Mehl Mfg. Co. 

Meier Electric & Machine 
Co., Inc. 

Melard Mfg. Corp. 

Melcor, Inc. 

Mell-Hoffmann Mfg. Co. 

Melnor Industries, Inc. 

Merit Creations, Inc. 

Merit Enterprises, Inc. 

Metal Box Co., Ltd., The 

Metalcraft Mfg. Corp. 

Metal Products Mfg. Co. 

Metal Ware Corp., The 

Metropolitan Wire Goods 


Corp. 

Meyer of California, Fred 

Meyer & Sons, Inc., W. F. 

Michigan Ladder Co. 

Midwest Mower Corp. 

Miller Studio Inc. 

Milwaukee File Co. 

Modern Carpet Sweeper Co., 
Inc. 

Mouli Mfg. Corp. 

Mover Co., 

Munising Wood Products Co. wy) 
Inc. 

Munsey Products, Inc. 

Murphy-Phoenix Co., The 

Mustang Mfg. Co. 

Mystic Foam Corp., The 

Mystik Adhesive Products, 
Inc. 


Nappe-Smith Mfg. Co. 
Nassau Sponge Co. 
National Brush Co. 
National Can Corp. 
National Chemical 
Refrigerants Corp. 
National Engineering & 


Mfg. Co. 
National Food Slicing 
Machine Co. 
National Potteries Co. 
— Presto Industries, 
ne. 
National Products, Inc. 
National Sanitary Products 





Corp. 
National Silver Ce. 


National Vulcanized Fibre Co. 
Naxon Utilities Corp. 


Nesco Industries, Inc. 
Nevco Wood Products Co., 


ne. 

New England Mop Co. 

New York Standard Mfg. Co. 
Nicro Steel Products Co., 

Div. of Cory Corp. 
Norris-Thermador Corp. 
Northeastern Plastics, Inc. 
Northern Electric Co. 
Northern Industrial Chemical 





Co., Inc. 
Northland Aluminum Products 
Nu-Color Corp. of America 
Nu-Dell Plastics Corp. 
Nyico Products, Div. of N.Y. 
Lumber & Panel Co. 


0O-Cedar, Div. of American- 
Marietta 

0-Cel-O, General Mills, Inc. 

Odor-Aire, Inc. 

Chio Thermometer Co. 

Oneida Ltd. 

Orman Co., Leonard, The 

Osrow Products Co., Inc. 

Oster Mfg. Co., John 

Outdoor Chef Products 

Owens: illinois = Co., 
Libbey Glass Div 

Ox Fibre Brush Co.. 


P. B. R. Mfg. Co. 
Palace Metal Products, Inc. 


Parker Metal Decorating Co., 


The 
Parrish Co., J. Sheperd 
Party-Q Corp. 
Parvin Mfg. Co. 
Patent Novelty Co. 
Pearl-Wick Corp. 
Peerless Broil-Quik Corp. 
Peerless Mfg. Div. of 
Dover Corp. 





Pennsylvania Engineering Co. 


Peoria Metal Specialty Co. 

Perleide Mfg. Co. 

Personal Products Corp. 

Peterboro Basket Co. 

Pfaltzgraff Pottery, The 

Phoenix Table Mat Co. 

las-Tex Corp., The 

astic Metal Mfg. Co. 

lastics Consolidated 

Industries 

Plastics Mfg. Co. 

lasti-Kote, Inc. 

Plastomatic Corp. 

Plastray Corp. 

Plaut & Lederman 

Poloron Products, Inc. 

Pomerantz, Inc., Julie 

Postiey, Inc., John E. 

Premier Mfg. Co. 

Pressing Supply Co. 

Pretty Products, Inc. 

Prizer-Painter Stove Works, 
Inc., The 

Proctor Electric Co. 

Progressus Co. 

Prolon Plastics Div., 
Pro-phy-lac-tic Brush Co. 


vvv 
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Quaker Indusiries, Inc. (N.Y.) 

Quaker Industries, Inc. (Wis.) 

Quality Molding Co. 

— Products Mfg. Co., 
ne. 

Queen — & 

Quickie Mfg. Corp. 


Ransburg Co., Inc., Harper J. 
Ransom Brush Co. 

Raymac Cabinet Co., Inc. 
Redmon Sons & a w.c. 
Reed & Co., J. V 

Regal Specialty Mfg. Co. 
Regal Ware, Inc 
Regent-Sheffield, Ltd. 
Regina Corp., The 

Renuzit Home Products Co. 
Republic Molding Corp. 


Revere Copper -_ Brass Inc. 


es, Inc., M 
Rich, Inc., Howard B. 
Richbilt Mfg. Co. 
Richmond Cedar Works Mfg. 


orp. 
Ritzenthaler, John 


b 


Rival Mfg. Co. 
Roberton Mfg. Co. 
Roberts Colonial House 
Robeson Cutlery Co., Inc. 
Robeson Rochester Corp. 
Robinson Knife Co. of 
Springville, N. Y 
Robinson Sponge Co., Inc 
Rogers Plastic Corp. 
Rona Plastic Corp. 
Ronson Corp. 
Rosenberg Bros. & Co. 
Royal Chrome Housewares, Inc. 
Royal Mfg. Co., The 
Roya!—Pacific Co., Inc. 
Royal Rubber & Mfg. Co. 
ubon, Inc. 
Russakov Co. of America 





Antonio T. 

Corp. 

& Co., Inc 

Mfg. Co. 

Mfg. Co. 

Meta! Products, Inc. 
Receiver Co., Inc. 


oS. 

Mfg. Co., Inc 
& Asmus, Inc. 
Representing: Calhawaii Co.; 
Guild Radio & Television Co.; 











Hilton Meigs; Ohio Scroll & 
Lumber Co.; Old Hickory 
Furniture‘ Lo.; Bg Paper 


Products Co.; Wing Brothers 
Schiveter Mfg. Co. 
Schroeder & Tremayne, Inc. 
Scientific Silver Service Corp. 

Stainless Div. of Reed & 

Barton 
Seal Sac, Inc. 

Selfix Products Co. 

Sessions Clock Co., The 

Seth Thomas Clocks 

Seymour Tool & Engineering 
Co., Inc. 





Sheridan Silver Co., Inc. 

Sherwin-Williams Co., The 

Shetland Co., Inc., The 

Shirway Mfg. Co., Inc. 

Shott Metal Furniture Div. 
of Balcrank, Inc. 

Shwayder Brothers, Inc. 

Signal Electric Div., 
King-Seeley Corp. 

Silex Co., The, & Chicago 
Electric Div. 

Silver Chamberlin Co. 

Sinclair Industries, Inc. 

Skainy Basket Co., L. 

Son-Chief Electrics, Inc. 

Southern Fabricators Corp. 

Space Maid, Inc. 

Spartan Electric Radiator Corp. 

Spaulding Industries, Inc. 

Special Products Co. of 
Tennessee 

Speco Products Div. of 
Specialty Sheet Metal 
Mfg. Co., Inc. 

Sperti Faraday Inc. 

Sta-Brite Co., Ekco ProductsCo. 

Stainless Ware Co. o 
America 

Standard Can Corporation 

Standfast Products Co., The 

Stanley-Oliver Mfg. Co. 

Stella Ye Inc. 

Stern Co., 
Cohen Res Peerless Products 

Stetson China Co. 

Stix Products, Inc. 

Stor-All Corp. 

Sunbeam Corp. 

Sunlite Corp. 











Ss 

Superior Plastics, Inc. 

Superior Rubber Products 
Mfg. Co. 

Supreme Products Corp. 

Div of A. S. R. Products 


Corp. 
Swing-A-Way Mfg. Co. 
Synthetic Fabrics Inc. 


—— Mfg. Co., The 
oa Instrument Companies 
Tru Mfg. Co., Subsidiary 
Germenow-Simon Machine 
° 
Texas Feathers, Inc. 
Textile Mills Co., The 
Thatcher Glass Mfg. Co., Inc 
McKee Division 


Superior Electric Products Corp. 


Thermometer Corp. of 


America 
Thompson Corp., The 
George S. 
Thurnaver Co., Inc., G. M. 
Tipon Corp 


Tip Top Brush Co., Inc. 

Titan Mfg. Co., Inc. 

Toastmaster Division, 

raw-Edison Co. 

Toastswell Co., The 

Toledo Guild Products, Inc. 

Transparent Specialties Corp. 

Trianon Ware 

Tricolator Mfg. Co. 

Trio Mills Mfg. Corp., 
Chetley Products Div. 

Tri-State Plastic Molding Co. 

Tuco Work Shops, Inc., The 

Turner and Seymour Mfg. 
Co., The 

Turtle Wax-Plastone Co. 


U.S. Cocoa Mat Corp. 

U. S. Metal-Plastics, Inc. 
Uliman Co.., Inc., The 
Union Steel Products Co. 
United Plastics Co. 

United States Electric Mfg. 


orp. 

United States Stamping Co. 

United Wire Goods Mfg. 
Co., Inc. 

Universal Producing Co. 

Utica Cutlery Co. 


Vaughan Mfg. Co. 


Vermillion Co., Inc., W. R. 
Vernco Corp. 
Victory Mfg. Corp. 


Viking Stainless Co. 

Village Blacksmith Div. 
Generai Metals Corp. 

Vivitex Corp. 

Vogue Mfg. Co. 

Voliman & Sons, et S. 

Vollrath Co., 

Vos Co., The 


Wegner Mfg. Co., The 
Wagner Mfg. Co., E.R 
Wallace Products Inc. 
Wallace Silversmiths, Inc. 
Wallkill Machine Works, Inc. 
Waring Products Corp. 
Washburn Co., The 
Washington Forge, Inc. 
Washington Steei Products, 
Inc. 
Watertown Mfg. Co., The 
Watt Pottery Co., The 
Weber Bros. Metal Works 
Wecolite Co. 
Weinman Brothers, Inc. 
Weiss & Klay 
Welmaid Products, Inc. 
Werner Co., Inc., R. D 
West Bend Aluminum Co. 
Westchester Brickote 
Products Co., Inc. 
Westclox 
Western Woods. Inc. 
Westinghouse Electric Corp. 
Wheeling Corrugating Co. 
White Metal Rolling & 
Stamping Corp. 
White Studios 
Wickford Fabrics Corp. 
Williams Cutlery, inc. 
Wilmart Products Corp. 
Wilshire Mfg. Co. 
Wilson Specialties Co., Inc 
Wisconsin Aluminum 
Foundry Co., Inc. 
Wiss & Sons, J. 
Wolf Mfg. Co. 
Wolfe of Sheboygan 
Wolff Products Co. 
Woodcroftery Shops, Inc., The 
ag ~ newness of California, 
ne. 
Woodpecker Woodware 
Wooster Rubber Co., The 
Worcester Felt Pad Corp. 
Worldsbest Industries, Inc. 
Wright Mfg. Co. 


Zachman & Co. 

Zeen Chemical Corp. 
Zenith Metal Products Co. 
Zim Mfg. Co. 








How's the Hardware Business? 





Many dealers report sales are higher in 1957, 
but competition cuts margins and hurts profits 


Four out of 10 hardware dealers 
did more business in 1957 than in 
1956, but only three out of 10 were 
able to show better profits in 1957. 


Smaller margins, due to compe- 
tition from discount houses, su- 
permarkets and other cut price 
outlets, were the chief obstacles to 
better profits. 

However, more than 5 out of 10 
dealers will pay a year-end bonus 
to their salespeople this Christ- 
mas. Dealers who pay a year-end 
bonus are strongly convinced that 
it is a very worthwhile practice. 

This information on hardware 
store experience is revealed in a 
survey just completed by HARD- 
WARE AGE. Results of the survey 
are based on detailed information 
supplied by 560 stores, located all 
across the country and in various 
volume groups. 

In answer to the question of 
whether sales are up or down thus 
far this year, the replies were as 
follows: 


Pe ss 5 prs tie wo oss ws 46% 
LN is aa ona ke 68 ee 
BS RR eee are) 15% 
NEI Mee Oe) 3% 


Are your profits higher or lower 
than 1956? This question was an- 
swered this way: 


Pee te og oo vee 28% 
Re PS pe PORTE CER 40% 
UCN Fi Oi ws ie eens 24% 
Deere rian Ss < cca Sw 8% 


Dealers were asked: Do you pay 
a year-end bonus to your salaried 
employees ? 

They answered: 
a ee ae 
Me ee a otecsn va~s (epee 
me BRON? Oo ss daa 6% 

To the question, Do you think 
this bonus is worth while? the 
answer was overwhelmingly “yes.” 
Ninety percent said “yes,” while 
four percent said “no” and six 
percent said they weren’t sure. 
Most bonus plans are based on 






68 





profits, as is indicated by the an- 
swers to the question; What is the 
bonus based on? 

The answers were: 


Pe OWEN 5 < paces ek unteess 59 % 
ey ote ae te eae 16% 
BR itty area ee ce 12% 
Length of service .......... 6% 
es NR oe a ee eee 5% 
BOGS or ees Se eis 2% 


We asked dealers which lines of 
merchandise showed the biggest 
gain in sales in 1957? 

The 10 lines that received the 
most mentions, in order of im- 
portance, were paint, housewares, 
appliances, general hardware, 
plumbing supplies, lawn and gar- 
den goods, sporting goods, gift- 
wares, heating supplies, builders’ 
hardware and power tools. 

It was apparent from the sur- 
vey, that local conditions have an 
important influence on a dealer’s 
experience. Some of the lines that 
were reported as showing the big- 
gest sales increases for the year, 
were also listed as showing large 
declines for some dealers. 

However, in the 10 lines listed 
here as showing the biggest gains, 
there were more gains reported 
than declines, indicating that in 
these basic lines there was a net 
improvement. 


Variety chains’ sales 
up slightly in October 


Sales by the nation’s variety 
chain stores were up less than 1 
percent in October, compared with 
a year ago. 

Some chains reported sales gains 
ranging up to 21 percent over Octo- 
ber 1956. Others reported losses 
ranging up to 11.7 percent from last 
October. 

For the first 10 months of 1957, 
variety chains show a sales gain of 
3.2 percent over the corresponding 
period of last year. 


Wholesalers’ sales up 





9 percent in October 


Sales by the nation’s wholesalers 
totaled $10.7 billion in October, the 
Commerce Dept. reports. 

This represents a 9 percent in- 
crease over September. But the total 
is down 4 percent from October 
1956. 

For the first 10 months of the 
year, wholesalers’ sales are up 1 
percent from 1956. 

Sales by hardware, plumbing and 
heating goods wholesalers were up 
8 percent from September and even 
with last October. For the 10-month 
period, sales are down 2 percent 
from last year. 


Hardware store sales 
drop again in October 


Retail hardware store sales in 
October totaled $240 million, the 
Commerce Dept. reports. 

That’s $18 million, or 6.9 percent, 
less than last October’s volume. 

It was the seventh straight month 
that hardware store sales figures 
dropped behind last year. 

For the first 10 months of the 
year, retail hardware store sales 
are down 4.3 percent from last 
year’s record volume. The 10-month 
totals are $2,224 million, a drop of 
$101 million from the same period 
last year. 


instalment debt rises 
$85 million in October 


Your customers went another $85 
million deeper in debt with on-the- 
cuff buying in October. That’s what 
the Federal Reserve Board reports. 

The increase in instalment debt 
compares with $114 million in Sep- 
tember and $104 million in October 
1956. 

Compared with a year ago, cus- 
tomers were $2.4 billion more in 
debt on instalment purchases. Total 
instalment debt at the end of Octo- 
ber was $33.2 billion. 


Pioneer reduces prices 


Pioneer Saws Div., Outboard 
Marine Corp., Waukegan, IIl., an- 
nounces a 16 percent price reduc- 
tion on its entire line of gasoline- 
powered chain saws. For example, 
a 16-in. saw which sold for $260 
now retails for about $219.95. 
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Another Hooker Sales 








Success 


Story 
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ker’s pre-tested Advertising- 


“Hooker paint promotions pay off” 


Business goes where it’s invited and, 
with the help of Hooker’s cooperative 
advertising program, Harold Harrison 
does plenty of inviting. 

“At least twice a month I run ads 
in any or all of six newspapers. It 
would be almost impossible for me 
to run this campaign profitably if it 
werent for the help I get through 
Hooker’s paint promotion program.” 

Hooker’s program is a pre-tested, 
packaged plan that focuses all of the 
attention locally—where your busi- 
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ness is. It highlights you, your store 
and your merchandise. | 

Hooker’s complete advertising plan 
guarantees sales success. The Hooker 
line offers real values at competitive 
prices. 


Here are othe: reasons why 
the Hooker line builds profits: 


Leading in Quality—Tops, for more 
than 100 years. 


‘Talking Labels’’—Colorful and de- 


scriptive, brighten your store. 


Gentlemen: 


Name 


HOOKER GLASS & PAINT MFG. COMPANY 
659 W. Washington Bivd., Chicago 6, Illinois 


[] Send the information requested 


Wide Color Range— Match or har- 
monize with any color that is asked for. 


Greater Margins - Greater Profits 
—Hooker paint is priced competitive- 
ly, yet it offers dealers bigger profit 


margins, 


Would you like to know more 
about Hooker’s guaranteed Mer- 
chandising-Promotion plan—at 
no cost or obligation? Just fill out 
the coupon and mail it—today. 





I'd like to know more about Hooker's guaranteed Merchandising- 
Promotion plan and profitable Dealer Franchise. Please send me color cards, 
price lists and all of the details. | understand there is no cost or obligation on 
my part, and that a representative will not call unless | specifically request it. 


[] Have representative call 





Business Name 





Address 








City 
















SO EASY 
AND BUY 


| Few who see this dazzling array of sparkling 
hardware conveniences can resist stopping and 
) Shopping! It’s fun to select the many wanted 
items! (A/-H COMPAKS have quality, ‘distinc- 
tion, practicality—everything to attract shoppers 
who buy fast, yet who want to see at a glance 
LO what they're seeking 
—everything to pro- 

mote impulse buying, 

to quicken turnover, to 

increase profits for 

you. Get the complete 


#8801 chrome 
wi 


rass assortment, 


including 
FREE 


i een ee eee ee ee ee eee ee ee 


seth 


WESSEL HARDWARE CORP. 


919-931 N. 5th St., Philadelphia 23, Pa. 
In Canada: Geo. S. Hall Co., 25 Grenville St., Toronto 1 
Eyrort: Hall & Reis, Inc., 165 Broadway, New York G 


DRAMATIC PACKAGING 
makes HA specialties 


TO CHOOSE 


SALES-MAKING 
REVOLVING DISPLAY 
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THE TRAVELER 


Traveler walks as it waters, 
winds up hose, and stops it- 
self when finished ~AUTO- 
MATICALLY! The most 
versatile sprinkler in 
America today. Roll it out 
on the lawn, attach hose, 
and turn on the water. 
Traveler does the rest — 
follows hose in any pattern 
desired. Optional Automa- 
tic Shut-Off* stops sprinkler 
when the job is finished. 


A DEMONSTRATION 
WILL SELL IT! 


Covers area of approximately 

50’ x 200’. Travels about 20’ 

per hour. 

Nothing to Pick Up, Wind 
Up, Carry or Shut Off! 


H. B. SHERMAN MANUFACTURING Cco., BATTLE CREEK, MICHIGAN 








| Most of the 
| next year will be in new homes, the 
| government predicts. 


| total 
| reach $47 billion. That’s $1 billion 
'| more than was spent for building 
| last year. 





Upswing in builc‘ers’ 

hardware sale: seen 
Construction  spen:ing 

reach a new high next year. 


The Commerce and Labor Depts. 
predict that spending for new 


should 


| buildings next year will be about 
|6 percent more than the 


record 
amount that will be spent this 
year. 

And a lot of that should be re- 
flected in builders’ hardware sales. 
increased spending 


So far this year it looks like 
construction spending will 


It will make this the 
12th straight year in which con- 


_ struction spending has risen to a 


new record high. 
Meanwhile, new home construc- 


tion has continued its recent pick- 
up. After a slow start this year, 
_home building has been on the 


increase in recent months. 

It went up again in October. 
During the month, 95,000 housing 
starts were made. That’s an in- 
crease of 5000 from September. It 


was the first month this year in 


which the number of housing starts 
was higher than last year. 
To give you an idea of how hous- 


| ing construction has picked up re- 
| cently, consider this: In June new 
| home construction was down 14 
| percent from last year. 


In Octo- 
ber, it was down only 6 percent. 


Cost-of-living index 
levels off in October 


The cost-of-living leveled off in 
October. For the first time in 13 
months, the government’s cost-of- 
living index did not rise. 

The index stood at 121.1 percent 
of the 1947-49 average, the Labor 
Dept. reports. This is the same 
level as in September. 

But factory workers had less 
buying power in October. The gov- 
ernment reports that workers’ buy- 
ing power in October was down 3 
percent from a year ago. It was 


_ also off 1 percent from September. 


The index may rise slightly when 


the November report is available, 


the government said, but this will 
not necessarily indicate the start 
of another upward trend. 
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Manufacturers’ sales 
were higher in October 


Manufacturers’ sales totaled $30.3 
billion in October, the Commerce 
Dept. reports. This compares with 
$28.2 billion in September and $29.4 
billion last October. 

New orders placed with manufac- 
turers during October also showed 
an increase. New orders totaled 
$29.5 billion, compared with $26.4 
billion the preceding month and 
$26.9 billion last year. 

The backlog of unfilled orders in- 
creased in October. It totaled $62.8 
billion at the end of October. This 
compares with $56 billion in Sep- 
tember and 53.4 billion a year ago. 


J.C. Penney Co. to try 
credit selling in ‘58 


J. C. Penney Co., one of the few 
major chain stores not selling on 
credit is changing its position. 

The company has always oper- 
ated on a strictly cash basis. How- 
ever, starting early next year the 
company will offer credit in several 
stores on an experimental basis. 

What type of credit will be of- 
fered has not yet been announced. 

Store managers have reported 
customers told them they had spent 
all their cash in Penney’s and 
they would now have to go to stores 
where they could charge purchases. 


Purchasing agents: see 
little business change 


Business slowed up in the fourth 
quarter of this year. The slow-up 
will continue into the first part of 
1958. 

That’s the opinion of purchasing 
agents surveyed in November by 
the National Assn. of Purchasing 
Agents. 

Production and new order posi- 
tions in November varied little 
from October. Despite a feeling 
that prices will be higher in 1958, 
most agents show little inclination 
to buy more now to avoid higher 
prices later. 


Navy plans to close 
its paint factories 

The Navy is planning to go out 
of the paint manufacturing busi- 
ness. 

The Navy General Stores Sup- 
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Eliminate the many problems of inventory 
control by purchasing your Arro Anchor- 
ing and Drilling Devices as needed from 
your local industrial supplier, wholesale 
hardware, or electrical supply house. 








COMPLETE LINE 
ANCHORING AND DRILLING DEVICES 
FOR ALL MASONRY 
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See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


1600 Boone Ave., Marion, Ohio 
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Ch a ne es 
WITH 


SHARON 


* Auto License Plate Fastener: 


With the new year fast approach- 

ing, now is the time to stock and 

display Sharon auto license plate 
fasteners. 

Here are three popular 

Sharon items that 

are sure money- 

makers. 


No. C-1458 


CHROME 
PLATED 


For all Brackets, especiclly convenient 
where Wing Nuts cannot be used. 


¢ Rust proofed — won't rattle 
e %" wide head «¢ Shake-proof washers 
¢ Squore nuts e 4onacard 
25 cards in disploy pkg. 


LIST PRICE 


$625 per 


pkg. 


No. 0-12558 


%”" special Wide Head Bolt 
Washer, Lockwasher and Wing Nut 
Electro Galvanized 

All Fasteners Assembled 

Easily put on — won't rattle or loosen 


LIST PRICE 


$625 per 


pkg. 


¢ 100 in display pkg. 


No. A-1458 
ALUMINUM 


Aluminum Bolt, Elec- 
trogalvanized Nut, 
Shakeproof Lock- 
washer 


Won't rust, won't 
seize, won't rattle 


No. hacksaw needed at change-over time 


Two Bolts, complete with nuts and lock 
washers, in handy, easy to sell poly bag 


uist PRICE $9750 per pkg. 


e 50 bags (100 bolts) per pkg. 


Ask your Jobber or Write 


Sharon Bolland Screiu Co. 


Vorwood, Wass, 





- annual 





ply Office announced that it will , 


close its two paint factories, prob- 


ably within a year or two. The two | 
plants produce about 3 million gal- | 
'lons of paint a year. : 
| its plants should | 
_benefit the paint industry by $7 
million to $8 million a year in | 
| additional sales, the Navy said. | 


Closing of 


| Manufacturers announce 
4 fair trade actions 
Several fair trade actions have | 


been announced by manufacturers. 














Hamilton Mfg. Corp., Columbus, | 


Ind., has filed suit for an injunc- 


_ tion to keep Military Buying Ser- | 
vice, Seaside, Calif., from selling | 
its estab- 


Cosco products below 
lished minimum retail prices in 
California. 


Aluminum Goods Mfg. Co., Mani- | 
towoc, Wis., has been granted an 


injunction restraining Barker’s, 
Inc., New Haven, Conn., from sell- 
ing Mirro aluminum utensils below 
fair trade prices. 
Toastmaster Div., 


son Co., Elgin, Ill, has 


New Jersey, 


trade prices. 


Customers spend less 
for home appliances 
Home appliances are drawing a : 


Lucky MR. PHYX now can 
get rid of his “dog house 
of odd-lot fasteners” 


He’s installed the Sharon line — a 
complete fastener department with 
1,000 sizes in only 13 feet of shelf 
space, and not a dog in the lot. 
Sharon assortments with automatic 
refill service save store space — cut 
sales time — and reduce inven- 
tory investment. 


ASK YOUR JOBBER, OR WRITE 


Shavou Boll and Screuc Co 
Vorwood, Mass. 


McGraw-Edi- | 
been | 
granted consent decrees to keep | 
_ Great Eastern Mills, Inc., Paramus, | 
N. J., and Hampton Sales Co. of | 
Maplewood, N. J., | 
from selling its products below fair 





THE TRADE CALLS : 
|—6«DYKEM ~ 
= STE 


smaller portion of the consumer’s | 


spending dollar than they used to. | 


That’s what Mark W. Cresap Jr., 


executive vice-president of West- | 
inghouse Electric Corp., told the | 
meeting of the National | 
_ Electrical Mfrs. Assn. | 


He pointed out that home ap- | 


7 
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pliances today draw 2 percent less | 
of the available spending dollars | 
than they did in 1952. At the same | 


time, 13 percent more of the avail- | 


able spending money is going for 
automobiles. 


Business failures drop 


Business failures 


dropped to | 
| their lowest level in 12 weeks in the | 
| week ended Nov. 28, Dun & Brad- | 
_ street, Inc., reports. Failures totaled | 
235 compared with 308 the previous | 
week and 254 in the same week last | 
| year. | 
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Ae ed package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
23058 North 11th St. «© St. Lovis 6, Mo. 
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Yale's 











new 


No. 83 
springlatch 


with chain guard 9 <"~ 
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This exclusive Yale night latch development will 
attract customers who want door chain safety without middle- 
of-the-night inconvenience 


Imagine a door chain that releases itself—but only 
for the right person with the right door key! It’s the 
revolutionary new Yale No. 83 Springlatch with 
Chain Guard, combining all the security of an out- 
standing pin tumbler lock with the added safety of a 
door chain. It’s sure to sell to roommates and fami- 
lies who want double-security without getting up 
from sound sleep to let other members of the house- 
hold in. 

The Yale No. 83 Springlatch with Chain Guard is 
attractive enough for any room. It can be master- 
keyed using 1109 cylinder. Fits right or left hand 
doors opening inward. The chain can be removed 
when desired. 


EARNS WHILE 
TURNS Same 





FREE 
DEMONSTRATOR 


This self-selling mount for your counter is free to deal- 
ers with your first order of four or more No. 83 latches. 
Swinging portion of the mount shows how latcu uper- 
ates on opening and closing door. 


The Yale & Towne Manufacturing Company, Lock & Hardware Division, White Plains, N.Y. 
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YALE— REG. U.S. PAT. OFF. 


YALE & TOWNE 


73 














IMPORTANT 
NOTICE CONCERNING 





the CHIP-A-SAW 





The Chip-A-Saw Conversion Attachment for 
Converting Portable Circular Saws to Chain 
Saws was invented by James O. Siria, has proved 
to be a valuable innovation in the hand power 
saw field and is being manufactured and sold by 
Cenatron Industries of Fresno, California, the 
owner of the Siria invention. United States and 
foreign applications for Letters Patent have been 
made on the Siria invention. Cenatron’s engi- 
neers have made certain improvements in the 
basic device for which applications for Letters 
Patent also have been filed. The inventions and 
all patent rights of Siria and Cenatron’s engi- 
neers with respect to the Chip-A-Saw attachment 
have been assigned to Cenatron Industries in the 
United States and all foreign ccuntries. 

As a protection to its Distributors and Dealers, 
it is the established policy of Cenatron Industries 
to make the Chip-A-Saw attachment available 
only through them and no original equipment 
manufacturer in the United States or abroad has 
been granted any rights to manufacture, use or 
sell the attachment. 


NOTICE FOR YOUR PROTECTION 


The utility and unique advantages of the Chip-A- 
Saw attachment have led unauthorized imitators 
to invade the market. Until the Siria or other 
patents issue to Cenatron, no suits for in- 
fringement of such patents can be brought 
against any of these imitators. If and when these 
patents do issue, Cenatron will have the right 
under the law to stop all unauthorized production 
of attachments infringing the patents; all un- 
authorized sales by manufacturers, distributors, 
dealers and all others whether the infringing 
attachments being sold were produced before or 
after the granting of the patents; and all use by 
anyone of such attachments whether produced 
before or after the granting of the patents. It 
is the policy of Cenatron Industries to enforce 
all of its rights against unauthorized imitation 
and infringement. 

For your protection, make certain that vour 
Chain Saw Attachment is a Chip-A-Saw. _ 


POS: , ee ae 


5464 Route U.S. 99 South 


Fresno, California 

































WALTER C. CURRAN, 
office manager, Wm. H. 
Cole & Sons, Baltimore, 
hardware wholesaler, 
joined that company on 
July 15, 1901 as an entry 
clerk. He later served as a 
city salesman and then 
as a traveling salesman. 
Since 1922 he has been the 
firm’s office manager, and 
was at one time its credit 
manager as well. His 








hobby is the wholesale hardware business. His 
memories of his more than 56 years in the busi- 
ness include the disastrous fire which swept 
through a large part of Baltimore in 1904. 


MAX DWORETZ, presi- 
dent, Worth Hardware Co., 
Inc., New York City, whole- 
saler, started his hardware 
career in 1906 with D. W. 
Gray Co., in downtown New 
York. In 1907 he became 
an errand boy for Samach 
& Baum, who dissolved 
business in 1908. From 
1909 through 1923 he 
worked for Charles Wei- 
land, Inc., wholesalers in 
New York City, first as a 





stock clerk, later as a buyer. In 1924 he became a 
partner and metropolitan area salesman for Worth 
Hardware Co. When the business was incorporated 
in 1930 he became vice-president and also continued 
as a salesman. In 1942 he was given additional 


duties as general sales manager. 
president in 1949. The next year he turned over 
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Completely Safe and Patent Protected 
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The ALL NEW 
SKUTTLE-DIMPLEX 
ELECTRIC SPACE HEATER 


OFFERS MORE PROFITABLE SELLING FEATURES 
Check these advantages: 


¢ New thin-line design in six compact 
units thermostatically controlled. 

¢ Maximum surface heat of 190° is safe 
to the touch . . . protects against burning, 
scorching or igniting flammable mate- 
rials. Automatic cut-off shuts off when 
abnormal operating conditions occur. 

e Electric element provides economical 
heat to permanently oil-filled heating 
channels. 

¢ Long Term Guarantee by the manu- 
facturer against defective materials. 


¢ Attractive Gold colored baked enamel 
finish. 


The medium size 
heater for all’round 
use. 


Smaller models are 
ideal for closets 
and storage areas. 


Write today for information on the new SKUTTLE-DIMPLEX Electric Space Heater. 


MANUFACTURING CO. 
MILFORD, MICH. 
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225 Aero Drive, P. O. Box 693 
Phone: 24671 
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wrought 
iron 
mailbox 
on 


the 


market! 


| Write for Catalog 
16 Different Models 


SOUTHERN FABRICATORS CORP. 


Shreveport, Louisiana 
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What paint 


would you recommend here? 


You’re probably well aware that it takes special paint 
to handle a concrete “rec”-room floor like this one 
satisfactorily—and to keep its owner among your 
satisfied customers. 


But do you stock a paint that can do the job? Enamels 
based on PLIOLITE S-5 are made for just that purpose. 
For they’re immune to the attacks of alkali and mois- 
ture found in concrete and other masonry. And they 
have an amazing resistance to scuffing, scraping and 
just plain hard wear. 


PLIOLITE S-5 is a synthetic rubber resin—first and 
finest in the field. It’s used in the manufacture of 
special concrete floor enamels capable of withstand- 
ing all forms of abuse—particularly alkali attack— 
up to 20 times longer than other paints. 


Any concrete floor—in basements, utility rooms, 
garages, club houses, industrial plants and institu- 
tions—can be beautified longer and at lower cost with 
enamels based on PLIOLITE S-5. You can recommend 
them with confidence, since they’ve been fully 
approved in almost 10 years of nationwide use. 


So why not start cashing in now on the big and grow- 
ing market for a really reliable masonry paint? See 
your usual supplier for full details or write: 
Goodyear, Chemical Division, Akron 16, Ohio. 


PLIOLITE S-5 by 


GOODFYEAR 


YOUR ASSURANCE of a concrete 






floor enamel designed and made 
to withstand the twin attack of 


alkalies and abrasion is this eM i 


Puourte S-5 seal, or similar desig- 
nation, on the can label. Buy by 


GOoD YEAR 
it and sell by it with confidence. é‘ 


Pliolite—T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 


































































Shefttield 


ie 


and best wishes 


fora Happy New Year 


SHEFFIELD BRONZE 
paint corporation 


Cleveland 19, Ohio 








One of the worid’s targest manufacturers of paint speciaities 
. ~z 











the sales managership to his son-in-law, Alton 
Brody, who is now vice-president. His brother, 
Morris, is treasurer and general manager of the 
company. His nephew, Harold Levy, and a niece, 


_ Sylvia Friedman, are also active in the business. 








Fishing and other outdoor sports are his hobbies. 
He is a member of the Hardware Square Club, 
B’nai B’rith, and a life member of Piatt Lodge 
No. 194, Masons. He was a charter member of the 
Evergreen Lodge, F. & A. M., Glen Cove, Long 
Island, N. Y. 


WALTER CHARLES 
MEIBAUM, St. Louis 
manufacturers’ agent, 
started his hardware ca- 
reer as an errand boy in 
September, 1907, for the 
Simmons Hardware Co. He 
worked as a stock boy and 
later traveled in lowa. He 
was assigned to the buy- 
ing department for a few 
years. In 1922 he joined 
Geller, Ward & Hasner 
Hardware Co., St. Louis 
wholesaler, and worked for two years in the buy- 
ing department. Later he went on the road. He 
started his own manufacturers’ agency in July, 
1937. He has served the Hardware Salesmen’s 
Association of St. Louis as secretary and later 
as president. Active in American Legion Post 74 
for 30 years, he served as adjutant for three 
years and as commander in 1935. He worked as 
service officer of the post for three years and as 
historian for four years. His hobbies are home 
movies and photography. 





JOHN WOOD TABOR 
was a hardwareman from 
July 1897 until his retire- 
ment in January 1949. The 
first three years of his 
career he was associated 
with Charles L. Trice, and 
then with Gunnell & 
Maffett, both of Lott, Tex. 
For the next two years he 
was in Waco with Ed 
Strauss and then with 
McLendon Hardware Co. 
from December 1905 to 
March 1943. From 1943 to 1946 he was in Nash- 
ville, Tenn., with Sheffield Clark & Co., manufac- 
turers’ agents. From May 1946 until his retire- 
ment in January 1949 he was associated with the 
Waco branch of San Antonio Machine & Supply 
Co.. hardware wholesaler. He served the Texas 
Wholesale Hardware Association as its president 
in 1936-1937, and now has an honorary life mem- 
bership in that group. A Mason, and 1918 presi- 
dent of the Wavo Rotary Club, he has an honorary 
life membership in Rotary. Gardening and travel- 
ing are his hobbies. 
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Theres nothing so powerful as an idea | 





TAS 


everyday living habits of millions tad with ideas that set them to talking 
of families. And that’s the kind of and doing and then buying all the 
ideas Better Homes & Gardens things they need to put their 
specializes in. Every page of this plans into practice. A new 
famous idea magazine shows kitchen leads to all sorts of 
men and women whose first in- new habits—to new interest 
terest is home and family, how in kitchen equipment, and 
to make their dreams come true. cooking and foods. 
What a sales climate BH&G 
provides for any product that 
contributes to better family 
living! It’s unique among all 
the major media. Meredith 
of Des Moines ... America’s 
biggest publisher of ideas for today’s 
living and tomorrow’s plans 


ot America reads BHal; the tamily idea magazine 


4,350,000 COPIES MONTHLY 


The right idea can change the ‘ Weior HOMES, a nudging the family toward their goal 


The dream could easily be a new 
kitchen—a wonderful new kitchen 
where Dad and Junior can shine as 
part-time chefs and Mother and 
Sis can whip up a sandwich or a 
holiday feast with equal pieasure. 
Better Homes & Gardens keeps 
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53,000 sales of new aerosol 


“renew your floor-} 
linoleum with 


: & 


WORLD'E mcs? FRMON 
VARNISHES 1m WHE 


NEW SPRAY CAN 


$e easy 6 ute : 


Feature growth aerosols in ’57 
for volume sales 


Market surveys point to huge potential sales for many growth 
aeroscls—products like aerosol paint and varnish—which have 
not yet been widely promoted. In every case where housewives 
have tried these aerosol products, they show an overwhelming 
preference for them. Features like ease of use, spillproof package 
and no loss from evaporation rate high with housewives. So cash 


FREON 
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varnish in 4 months” 


Report from Mr. Perry Topkis, Secretary-Treasurer, 
Delaware Hardware Co., Wilmington, Delaware 


‘Aerosol products sell because they’re easier to use 
than buix-packaged products, says Mr. Topkis. “We 
sell a lot of Super Valspar in aerosol cans, and the large 
turnover tells us it’s popular. In the first four months 
it was on the market, we sold about $3,000 worth of 
Valspar in spray cans. 

‘Aerosol varnishes and paints actually cut costs for 
the consumer even though aerosols cost a little more 
per can,” continues Mr. Topkis. “Users don’t have to 
buy rollers and brushes, and aerosols are definitely a 
timesaving way to apply varnish. The push-button 
ease of application has made Valspar in aerosol cans 
one of our most popular items in recent months.” 

Established in 1822, Delaware Hardware Company 
is a wholesale outlet serving industrial firms, retailers 
and contractors over a large area in the Middle Atlan- 
tic states. [hey distribute many other popular aerosols 
in addition to Valspar varnish. 

“All aerosols go very well,” says Mr. Topkis. ““The 
trend to aerosol packaging is very profitable for both 
wholesalers and retailers.” 








in on high consumer satisfaction with aerosols . . . stock, display, 

promote growth aerosols. You’re preparing yourself for big-vol- 

ume sales that may equal success of present aerosol best sellers. E. I. du Pont de Nemours €&8 Co. (Inc.) 
_ One of the reasons for aerosol success is the dependable per- FREON® Products Division 
formance of Freon* propellents. Nonflammable, nonexplosive and —— 

virtually nontoxic, “Freon” propellents are the most widely used Wilmington 98, Delaware 
of all aerosol propellents. For over 26 years Du Pont has manu- 

factured “Freon” to unsurpassed standards of quality and purity. 


Freon and combinations of Freon- or F- followed by numerals are Du Pont's registered 
trademarks for its fiuorinated hydrocarbon propellents. . 


O fy b , Vp, REG. U. S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING . . . THROUGH CHEMISTRY 
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Charlotte Hardware Dealer Builds Modern 
Storage Building To Accommodate Large Stock 


Little Hardware, Char- 
lotte, N. C., dealer, will build 
a storage building back of its 
present store on South Mint 
St. 

The building will be about 


aE oat 


ing ne 


Much of it was built 
buying government 


dous. 
up by 
surplus. 

The Littles over the years 
bought everything in surplus 
that was saleable. Instead of 


The Littles of Little Hardware, J. D. Little, on the left, A. Joy 
Little, on the right. 


190 ft wide by 210 ft long. 
The structure will be one- 
story immediately back of the 
retail store, and two-stories 
farther back where the lot 
slopes down. 

The new brick building 
will replace present wooden 
buildings and sheds. 

Little Hardware is the out- 
growth of a former automo- 
tive business. A hardware 
store rented space in the cor- 
ner of the building. Some 
years ago the hardware busi- 
ness was purchased and the 
store expanded until now it 
takes up the entire block. 

Little Hardware does most 
of its business with industrial 
customers. 

The stock includes many 
heavy-duty models of hard- 
ware lines. The inventory 
in levels includes numbers 
for truing doorways. and at 
retail comes to several thou- 
sands of dollars. 

The store built its reputa- 
tion on having “everything 
in hardware.” 

The inventory is tremen- 
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turning it over for a quick, 
short profit as surplus, the 
store put the surplus in stor- 
age and sells it as customers 
ask for it. 


Goodfellow Gets New 
Branchell Saies Post 


Earl J. Goodfellow has 
been appointed to the newly 
created post of assistant 
sales manager of Branchell 
Co., St. Louis. 

Mr. Goodfellow was south- 
ern regional representative 
with offices in Atlanta. Be- 
fore joining the company, he 
handled the Branchell Mel- 
mac line of dinnerware as a 
manufacturers’ representa- 
tive on the West Coast. 


Arthur Sloss Of AMSCO 


Arthur J. Sloss, president 
of American Sponge and 
Chamois Co., Inc., New York, 
celebrated his 75th birthday 
Nov. 18. Mr. Sloss has been 
with the firm for 57 years. 


Wholesaler Conducts 
Stanley Tool Clinics 


A series of Stanley clinics 
was held recently for dealers 
by Wyoming Hardware Co., 
Casper, Wyo. wholesaler. 
Dealer interest was high and 
all sessions were highly suc- 
cessful, according to vice- 
president Paul Manly. 

Sales pointers, display 
ideas and demonstrations 
were given by Don Over- 
strom, Stanley Tool repre- 
sentative and Jack Beyers, 
Stanley Electric Tool Div. 


Bob Wray of Stanley Hard- 
ware discussed builders’ 
hardware. 


Billings And Spencer 
Names Robert Sadler 


Robert E. Sadler has been 
appointed assistant sales 
manager of the Tool Div., 
Billings and Spencer Co., 
Hartford, Conn. 

Mr. Sadler was manager of 
the Industrial Supply Div., 
L. L. Ensworth & Sons, Hart- 
ford, Conn. 





Mississippi Hardware Wholesaler Celebrates 
Opening of New Warehouse, Office Buiiding 


Triangle Distributors, Inc., 
held an open house last 
month to celebrate the open- 
ing of its new warehouse in 
Tupelo, Miss. 

The firm originally was a 
wholesale grocery distributor. 
The transition was completed 
last year to hardware, indus- 
trial, building supply and 
automotive lines only. 

The new warehouse was 
built for more efficiency in 
warehousing and order fill- 
ing. 

The main building has 40,- 
000 sq ft for warehouse plus 
3000 sq ft for offices. The 
millwork shop is in an ad- 
joining building with 2400 sq 
ft of space. The buildings 
were laid out for future ex- 
pansion. 

The new warehouse has 
fork lift trucks to stack mer- 
chandise to the 20 ft ceilings, 
and IBM equipment for in- 
ventory control and_ sales 
analysis. 

The company’s trucks de- 
liver in the territory, a radius 
of about 125 miles around 
Tupelo in Mississippi and 
Alabama. 

Officers of the company are 
sons of the founder, the late 
J. M. Whiteside. They are: 


David P. Whiteside, presi- 
dent. 

Jim T. Whiteside, 
president. 

Joseph B. Whiteside, vice- 
president. 

The company has six sales- 
men. Five are on territories. 
One is a city salesman. 

Triangle Distributors de- 
veloped out of the former 
Reeves Grocery Co.,_ or- 
ganized in 1906. Reeves 
Grocery became King 
Grocery Co., and under the 
management of the late Mr. 
Whiteside expanded with five 
branches. 

By the mid-1940’s_ Mr. 
Whiteside’s health began to 
fail. The grocery distributor 
organization was split up, 
and Mr. Whiteside took over 
full ownership of the Tupelo 
and New Albany operations. 

His sons joined him in the 
business and in 1950 the bus- 
iness was consolidated at 
Tupelo. 

Hard goods lines had been 
added over the years as 
grocery business. declined. 
The shift to hard lines only 
was made in 1956, and on 
Sept. 17 the corporate name 
of the business was changed 
to Triangle Distributors. Inc. 


vice- 
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Nicholson File Co. To 
Buy W. O. Barnes Co. 


Nicholson File Co., Provi- 
dence, R. I., has signed an 
agreement to purchase W. O. 
Barnes Co., Inc., Detroit, 
maker of hack saws and 
band saws. 

There will be no changes in 
the policy of either company. 
Barnes products will con- 
tinue to be sold under its own 
management and sales force. 


M. Seller Co. Names 
Falk Sales Manager 


M. Seller So., San Fran- 
cisco wholesaler, has named 
Jerome B. Falk general sales 
manager. He was merchan- 
dise manager. 

Before joining Seller in 
1953, Mr. Falk was sales 
manager of Stusser Electric 
Co., Seattle electric house- 
wares distributor. 





JEROME B. FALK 





B. M. BELCHER 


Belcher Heads Board 
Of Paint Association 


B. M. Belcher, president of 
Benjamin Moore & Co., has 
been elected chairman of the 
newly created board of direc- 
tors of the National Paint, 
Varnish and Lacquer Assn. 
He was also elected chairman 
of the executive committee. 

Mr. Belcher, who joined 
Benjamin Moore in 1934, has 
been president since 1952. 


Pecora Changes Name 


Pecora Paint Co., Ine., 
Philadelphia, will change its 
name on Jan. 1. The new 
name of this 96 year old firm 
will be Pecora, Inc. The com- 
pany has discontinued most 
of its paint production to con- 
centrate on tile adhesives, 
ealking and glazing com- 
pounds. 





DEALER BRIEFS: 





Georgia Dealer Closes One Business, Forms 
New Partnership; Illinois Store Modernizes 


Pittsfield, Ill. — Pittsfield 
Hardware celebrated the 
completion of its modern 
glass and brick store front 
with a special sale during 
the week of Oct. 20. The 
week also marked part own- 
er Charles Kriegshauser’s 
50th year in the hardware 
business. Mr. Kriegshauser 





has been in partnership with 
his son Virgil since 1937. 


Savannah, Ga.— Oswald 
Hardware and Supply Co. 
has been purchased by Rob- 
ert D. Reid, Jr., president, 
and Frank McNeal, secre- 
tary-treasurer of the newly- 

(Continued on page 84) 


HARDWARE AGE, DECEMBER 19, 1957 


Thomson-Diggs Co. Of Sacramento Purchases 
106 Year Old Austin Brothers Of Stockton 


Thomson-Diggs Co., whole- 
saler of Sacramento, Calif., 
has purchased Austin 
Brothers Wholesale Hard- 
ware of Stockton, Calif. 

Austin Brothers dates back 
to 1851 when it was estab- 
lished under another name. 
In 1875 W. B. Austin and 
H. S. Austin purchased their 
partners’ interests and 
changed the firm name. 

The Thomson-Diggs Co. 























was established in the early 
1870’s and progressed from a 
small start to one of the 
largest on the Pacific Coast. 
In 1932 it purchased the 
Schaw-Batcher Co., another 
wholesaler of Sacramento 
which also dated back to the 
1870's. 

Thomson-Diggs has its 
headquarters at Sacramento 
and also maintains a large 
plant in Fresno, Calif. 


































Seattle Pot and Kettle 
Installs New Officers 


The Seattle Pot and Kettle 
Club installed new officers at 
a recent meeting. 

They are Victor P. Pritch- 
ett, Seattle Hardware Co., 
president; R. C. Peterson, 
John A. Peterson Co., first 
vice-president; Clinton J. 
Garrod, Mustang Mfg. Co., 
second vice-president; Les W. 
Cupp, Hazel Atlas Glass Co., 
treasurer; Larry H. Jungck, 
Brodie-National Inc., secre- 
tary. 





A. HOWARD EGGER 


A. Howard Egger Named 
General Sales Manager 


American Tackle and 
Equipment Co., Philadelphia, 
has appointed A. Howard 
Egger general sales manager. 
He was Southeastern repre- 
sentative for this subsidiary 





























of True Temper Corp., Cleve- 
land. 

Mr. Egger joined the firm 
in 1953 and has been selling 
tackle for more than 17 
years. Previously he was 
with W. Bingham Hardware, 
Cleveland wholesaler, from 
1940 on. 


Central States Club 
Dinner on Jan. 20 


The Central States Hard- 
ware Club will hold its 20th 
Annual meeting and dinner 
party, Monday, Jan. 20, 1958 
in the Grand Ballroom of the 
LaSalle Hotel in Chicago. 
Officers and directors that 
have been elected for 1958 
will be installed. There will 
be entertainment following 
the dinner. 


James C. Montgomery 
Heads Benada Aluminum 


James C. Montgomery has 
been elected president of 
Benada Aluminum Products 
Co., Girard, Ohio. Announce- 
ment was made by Textron, 
Inc., which acquired the firm 
in 1956. 

Mr. Montgomery was for- 
merly manager of the Win- 
dow Products division of 
Reynolds Metals Co. Before 
that he was chief industrial 
engineer for Bendix - West- 
inghouse. 
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Cat. 


MANUFACTURING CO. 


#R240 
Wrought Steel Butts 


"A Good Line 
to Handle’’ 


GRIFFIN 


SHELF HARDWARE 











When it comes to any item in shelf | 
hardware . . . mending plates, flat | 
corners, corner braces, strap | 
hinges and T hinges (light or. 
heavy), safety hasps, shelf brack- | 
ets, or what have you... you'll 
find your fellow dealers saying, 
“We like to handle the Griffin 
line.” You buy in any selection 
your customers want ...and you'll 
find Griffin gives good service, 
never cutting on quality. You’ll 
find your wholesalers like every- 
thing about the firm’s policy ... 
and you'll find your customers like 
the Griffin products. 


A full line of Wrought Steel 
Butts and Shelf Hardware. 


GRIFFIN’ 


“since 1899” 





ERIE, PA. 














News of the Trade 


New appointments, new territories, etc. 


MANUFACTURERS’ SALESMEN 


Lamson & Sessions Co., 
Cleveland, -has made several 
appointments. Louis Carlisle 
will represent the firm in 
southern Ohio, West Vir- 
ginia and parts of Kentucky 
and Indiana. Joe Taddie will 
cover northern Ohio and part 
of Indiana. John R. McDon- 
ald, manager of Small Screw 
sales, will now also super- 
vise Cleveland district sales. 
A. E. R. Peterka, who di- 
rects advertising and sales 
promotion, has also become 
manager of Marketing Ser- 
vice. 

x 


Buffalo Bolt Co., Div. of 
Buffalo-Eclipse Corp., North 
Tonawanda, N. Y., has 
named Walter Petillon assis- 
tant Western district sales 
manager. Mr. Petillon has 
been a_ representative for 
Buffalo Bolt in the Chicago 
area since 1943. He will 
headquarter in Chicago. 

7 

American Hardware Corp., 
New Britain, Conn., has 
named Joseph F. Kenney 
representative for the Cor- 
bin Cabinet Lock Div. He 
will cover Oregon, Washing- 
ton and Montana. 

v 


Milwaukee Valve Co., Mil- 
waukee, has named Walter 
Ellingboe representative in 
Wisconsin, northern Michi- 
gan, and eastern Iowa. He 
was previously genera! sales 
manager for the firm. 

Vv 


Millers Falls Co., Green- 
field, Mass., has appointed 
five new _ representatives. 
George W. Fisher will cover 
Georgia and North Carolina. 
Allan G. Cranston is as- 
signed to cover the entire 
state of Florida. Ted W. 
Keith will handle Wisconsin, 
Minnesota and upper Michi- 
gan. James H. Shimer will 
take over Oregon, Washing- 
ton, Idaho and Montana. 
Louis Willhelm will cover 
southern Ohio and West Vir- 
ginia. 

ca 

True Temper Corp., Cleve- 
land, Ohio, has appointed 
Robert J. Morse midwestern 
regional manager for the 
hardware division. Mr. 
Morse was formerly a dis- 


trict manager for Skil Corp. 
He will cover Upper Michi- 
gan, Wisconsin and Illinois, 
previously covered by Wm. 
J. Shaw, who resigned. 

Vv 

Temco, Inc., Nashville, 

Tenn., has appointed Robert 
H. Ewing Mid-Atlantic re- 
gional manager, with offices 
in Washington, D. C. Mr. 
Ewing has been associated 
with the gas industry for 
the past 20 years. 

v 

Pretty Products, Inc., Co- 

shocton, Ohio, has appointed 
Jerry Newman representa- 
tive for Prettyware rubber 
housewares in Chicago. He 
has been in the housewares 
field for 20 years. 

v 


Mastic Tile Corp. of Amer- 
ica, Long Beach, Cal., has 
made three new sales ap- 
pointments. Kenyon P. Kel- 
logg has been named assis- 
tant manager in the mid- 
western division. He was 
formerly Matico representa- 
tive in Iowa, eastern South 
Dakota and eastern Ne- 
braska. Paul E. Flanagan is 
now a representative in New 
England. Edmond D. Halli- 
gan, Jr., has replaced Mr. 
Kellogg in the midwest ter- 
ritory. 

Vv 

Russell & Erwin Div., 
American Hardware Corp., 
New Britain, Conn., has 
transferred George V. For- 
cash to the Detroit office. He 
formerly covered Maine, 
New Hampshire and Ver- 
mont. 

v 


John H. Graham & Co.. 
Inc., New York, has assigned 
Larry Stewart to the New 
England area. He formerly 
covered Indiana and south- 
ern Illinois. Before that he 
was with the company’s King 
Cotton Cordage Div. 

v 

Ekco Products Co., Chi- 
cago, has appointed Sylvester 
Wittebort a district manager 
for its Geneva Div. He will 
handle Flint brand cutlery 
and kitchenware in West 
Virginia, western Pennsyl- 
vania, and western New 
York. 
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ang, ELL MORE SCREWS — SELL SOUTHERN! 
¢ > NE-SOURCE SUPPLY — SAVE TIME, SAVE MONEY ! 


¢ ‘ SA 
"7" EXAS TO CANADA, COAST-TO-COAST DISTRIBUTION ! 


ee. FOR EVERY USE — SLOTTED, PHILLIPS! 


ESERVE STOCK, READY TO SHIP! 


PReL- ADVERTISED TO YOUR CUSTOMERS! 


Sold Through Leading Wholesale Distributors 












-MADE TO FEDERAL SPECIFICATIONS ! 
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WOOD SCREWS * ROLL THREAD CARRIAGE BOLTS 
WOOD DRIVE SCREWS * MACHINE SCREWS & NUTS 
A, B, C & F TAPPING SCREWS * STOVE BOLTS 


SCREW COMPANY 


STATESVILLE ° NORTH CAROLINA 











Warehouses: NEW YORK CHICAGO DALLAS LOS ANGELES 
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Only they offer you: 
© TOP QUALITY TARPS 
® SAME DAY SHIPMENT 
® LOWEST JOBBER PRICES 
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fn Hemmed on all 4 sides 
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: every 3% to 4 ft. apart. 
























Your orders will be shipped the same 
day they are received from Hoosier’s 
stock of 25,000 Tarpaulins in 42 popu- 
lar sizes and 5 different weights. 

Become’ a Hoosier Distributor Now. 


Order your stock of Hoosier Tarps for 
the big selling season just ahead. 









Write for complete information on Hoosier’s New 


Jobber-Distributor Tarpaulin Sales Program. 











CALL COLLECT! 
Telephone: Indianapolis 
MElrose 2-945] 








Hoosier 
1302 West Washington Street 








Yes, please send us comp 
definitely increase our 
Tarpaulins. 


profits by 


NAME 


TARPAULIN & CANVAS GOODS CO., INC. 


indianapolis 6, Indiana 


e information how we can 
selling Hoosier 
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Dealer Shows Planned 


The following wholesalers’ 
shows for hardware dealers 
have been announced: 


Decatur & Hopkins Co., 
wholesaler in Boston, has 
changed the dates of its 
Spring Open House to Feb. 
19 through 24. Show dates 
had been listed in the Harp- 
WARE AGE Convention Calen- 
dar as Feb. 16-22. 


Albany Hardware & Iron 
Co., wholesaler in Albany, 
N. Y., will hold its first an- 
nual dealer show, ‘“See-n- 
Save Days,” Jan. 26-28. More 
than 120 manufacturers will 
exhibit. Prizes, ranging up 
to $500 credit on show or- 
ders, will be awarded. The 
company will also serve din- 
ner. Show hours will be 1 
to 9 p.m. daily. 


Bigelow & Dowse Co., 


News of the Trade. 


wholesaler in Needham 
Heights, Mass., will hold its 
Spring Dealers’ show at the 
company warehouse Jan. 26 
and 27. Hours of the show 
will be from 9 a.m. to 8 p.m. 


Moore-Handley Hardware 
Co., Inc., wholesaler in Bir- 


mingham, Ala., will hold 
three Merchandise Marts in 
January. 

Two marts will be held 
simultaneously in the com- 
pany warehouses in Bir- 


mingham and Nashville, 
Tenn., Jan. 13 through 17. 

The other mart will be 
held Jan. 6 through 10 at 
Mobile, Ala. 


Massachusetts Hardware 
Distributors, Inc., Somerville, 


Mass. dealer-owned whole- 
saler will hold its 1958 
Annual Spring & Summer 


Merchandise Show Jan. 12. 
at the Hotel Continental, 
Cambridge, Mass. 





RPWDA Records Broken 
At 10th Annual Show 


More than 6000 dealers, 
distributors, wholesalers and 
manufacturers attended the 
10th annual national Con- 
vention and Trade Show of 
the Retail Paint & Wallpaper 
Distributors of America in 
Atlantic City Nov. 22 to 25. 

The 4-day session was the 
largest in the history of 
RPWDA which also saw the 
largest collection of product 
lines, filling 300 booths, in the 
show’s history. 

Officers elected for the 
coming year are: 

William H. Bergman, vice- 
president, S. A. Bergman, 
Inc., Chicago, president. 




























Larry J. Jensen, proprie- 
tor, Nilsson Paint and Wall- 
paper, Portland, Ore., vice- 
president. 

Stephen L. Wolf, S. Wolf’s 
Sons, New York City, trea- 
surer. 


DEALER BRIEFS: 


(Continued from 


formed Oswald Hardware, 
Inc. The firm will be oper- 
ated at its present location, 
115 W. Congress St. Mr. 
Reid recently closed out the 
Hazelhurst Hardware Co. 
which he headed for 11 
years. Mr. McNeal was for- 
merly assistant secretary 
and director of Argent Lum- 
ber Co., Hardeeville. 
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Indoor- Outdoor Thermometer is a 
dandy gift item for puzzled customers who 
need something different for a gift. Makes 
you a good profit, too. You can still 
stock it for Christmas. Grey 5330 or 
Green * 5329. Only $6.95 list. 
Taylor Instrument Companies 
Rochester, N. Y., and Toronto, Canada 


‘Ta 


INSTRUMENTS MEAN 
ACCURACY FIRST 
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Again BOYLE-MIDWAY Tops Them All 
With the Biggest, Best-Advertised 
Household Line in America! 
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On the Air EVERY DAY—EVERY WEEK—EVERY MONTH —AILL pn 1958 
With 7 TOP NETWORK TV SHOWS Covering Every Local TV rea ’ 
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NOBODY ovt-Advertises 


LOS ANGELES 


Boyle-Midway. Leading maga- 
zines! Network TV every weekday of 
the year! SEVEN top TV shows: 

Love of Life + Secret Storm e 
Queen for a Day +- Truth or Con- 
sequences « It Could Be You e 
Doug Edwards With the News e 
Have Gun, Will Travel. 


BROOKLYN 


vee, 
“ 


CHICAGO 


NOBODY Wictches This 


Profit Potential. For the big 
payoff in 1958, stock and display 
America’s most complete, most 
solidly advertised line of house- 
hold products. Every one’s a win- 
ner. Feature them all! You'll make 
more money by selling more items 
to more people. 

CANTON, OHIO CHAMBLEE, GA. 
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NOBODY Gives You A 


Better Deal. Boyle-Midway has 
the products, the organization, the 
plant facilities, the resources to 
give you the best deal all along 
the line. Put this winning combi- 
nation to work for you in 1958, 
Get your share of Boyle-Midway’s 
record-breaking sales. 


CRANFORD, NEW JERSEY 


- a a : é ‘ : , | 7 
oS a 5 | RE ro 


BOYLE- 


40th St., New York 16, N. Y. 
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plants plus 
2 warehouses, at Seattle and Dallas 
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Mapes Elected VP of 
Reynolds Subsidiary 


Charles M. Mapes has been 
elected a vice-president of 
Reynolds Aluminum Sales 
Co., a subsidiary of Reyn- 
olds Metals Co., Louisville, 
Ky. 

Mr. Mapes is general man- 


ager of consumer market 
sales for the parent com- 
pany. He also directs the 


marketing of Reynolds lawn 
edging, Reynolds Wrap and 
other consumer items. He 
joined the firm in 1947. 





CHARLES M. MAPES 


Lockwood Names Bloom 
Division Sales Manager 


David Bloom has_ been 
named sales manager of the 
stock sales division of Lock- 
wood Hardware Mfg. Co., 
Fitchburg, Mass. 

Mr. Bloom has been in 
sales management in the 
builders’ hardware field for 
a number of years. He will 
headquarter at the Lockwood 
generai offices in Fitchburg. 





DAVID BLOOM 


W. V. O'Brien Heads 
Electrical Association 


The National Electrical 
Manufacturers Association 
elected new officers for the 
coming year at its 3ist an- 
nual convention held in At- 
lantic City, N. J. 

W. V. O’Brien, vice-presi- 
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dent and general manager, 
Apparatus Sales Div., Gen- 
eral Electric Co., N. Y., 
president. 

Five vice-presidents are: 


A. D. R. Fraser, presi- 
dent, Rome Cable Corp., 
Rome, N. Y. 


N. J. MacDonald, presi- 
dent, Thomas & Betts Co., 
Elizabeth, N. J. 

Frank H. Roby, sales vice- 
president, Square D Co., De- 
troit, Mich. 

J. C. Sharp, president and 
general manager, Hotpoint 
Co. Div. of General Electric 
Co., Chicago, Il. 

J. L. Singleton, vice-presi- 
dent, Industries Group, Al- 
lis-Chalmers Mfg. Co., Mil- 
waukee, Wis. 


B. C. Neece, president, 
Landers, Frary and Clark, 
New Britain, Conn., has 


been elected treasurer. 


Rol B. Plumb Joins 
Turnbuckles Staff 


Rol B. Plumb has been ap- 
pointed eastern district man- 
ager of Turnbuckles, Inc., 
Michigan City, Ind. 

Mr. Plumb will cover New 
England and metropolitan 
New York areas on the com- 





ROL B. PLUMB 


pany’s complete line of hard- 
ware and perforated board 
fixtures. 

Hayden Crocker, who has 
represented Turnbuckles for 
10 years, will remain with 
the company in an advisory 
capacity. 

Mr. Plumb resigned as 
hardware division sales man- 
ager of Keuffel & Esser Co. 
and on Nov. 15, 1956, estab- 
lished a manufacturers’ rep- 
resentative agency at Ni- 
antic, Conn. He is a former 
vice-president in charge of 
sales for Eagle Lock Co. and 
former assistant district 


sales manager for Russell, 
Burdsall & Ward Bolt & 
Nut Co. 


News of the Trade 





Col. Campbell Retires, 
50 Years With Plumb 


Frank L. Campbell, who 
completed his fiftieth anni- 
versary of service with Fay- 
ette R. Plumb, Inc., Phila- 





FRANK L. CAMPBELL 


delphia, two months ago, 
retired from the company 
Nov. 30. 

Mr. Campbell has served 
as executive vice-president, 
has been a member of the 
board of directors of Fayette 
R. Plumb, Inc. Also, he has 
been a director and secre- 
tary of Delta File Works, 
Inc., and Graham Rotary 
File and Tool Corp. Both 
corporations are Plumb sub- 
sidiaries. 


James S. Townsend 


James S. Townsend, 48, 
representative for Surpless, 
Dunn & Appleyard, manu- 
facturers’ representatives of 
New York City, died Dec. 2 
in an automobile accident 
near Clinton, 8S. C. Mr. 
Townsend joined the firm in 
1948 and covered Virginia, 
West Virginia, North Caro- 
lina and South Carolina. He 
made his home in New 
York. 


Harry L. Wetherbee 


Harry L. Wetherbee, 82, 
retired Greenville, Miss., 
hardware dealer, died Oct. 15 
in King’s Daughters Hospi- 
tal. Mr. Wetherbee succeeded 
his father as manager of 
Wetherbee Hardware Co. 
which has been at the S. 
Walnut St. location for 62 
years. 


Miles R. Newhard 


Miles R. Newhard, 67, part 
owner of Dent Hardware Co., 
Fullerton, Pa., died of a heart 
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Starting as an office boy 
in the company’s plant on 
James St. in the Brides- 
burg section of Philadelphia 
on Sept. 9, 1907, he eventu- 
ally became office manager, 
then switched to the sales 


department. 
As a salesman, and later 
as sales manager, Frank 


Campbell traveled through- 
out the United States visit- 
ing hardware and industrial 
supply distributors. Today 
he is one of the best known 
personages in the hardware 
and industrial supply field. 

He has been known as 
“Colonel” for many years, 
having been appointed a 
Kentucky Colonel a decade 
ago. He is also an honorary 
citizen of Ter~s. 

He was a member of the 
executive committee of the 
American Hardware Manu- 
facturers Assn. and is a 
member of the Old Guard, 
Texas Hardware _ Boosters 
Club, Central States Hard- 
ware Club, Hardware Mer- 


chants and Manufacturers 
Assn., Eastern Hardware 
Golf Assn., Hardware Golf 


Assn. and Southern Hard- 
ware Golf Assn. 


attack Oct. 19 in Allentown 
Hospital. Mr. Newhard had 
been treasurer of Dent from 
1920 until 1956 when he and 
his son, Henry, bought out 
the Dent family interests in 
the business located at 1102 
3rd St., Fullerton. 


B. A. Crisman 


B. A. Crisman, 175, co- 
founder of Crisman Hard- 
ware Co., wholesaler of 
Chattanooga, Tenn., died 
Oct. 24 in a local hospital. 
Mr. Crisman, who founded 
the firm 50 years ago with 
his late brother, A. Oscar 
Crisman, retired from - the 
business in 1947. 


Eugene W. Prescott 


Eugene W. Prescott, 75, re- 
tired hardware store owner, 
died Oct. 31 at his home in 
Philadelphia, Pa. Mr. Pres- 
cott operated a hardware 
store at his home address, 
902 W. Huntingdon St., for 
about 20 years until his re- 
tirement 3 years ago. 
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: | A report in pictur f events in the trad 
HA Photo Angles SOE eines on didlvedl echelon nt cahwot nestles atte 


This newly opened, ultra modern 
hardware store offers a highly 
unusual front. There are no dis- 
play windows. Neice's new Keen 
Kutter Store opened Oct. 31 in 
a downtown shopping center in 
Alamo Heights, Tex. Owner, 
Vernon Neice operated a store 
one block away from the new 
location before joining Shapleigh 
Hardware Co.'s Keen Kutter 
Stores organization. 


A new Super Ace Hardware Store 
held its grand opening Sept. 19-22 
in Rolling Meadows, Ill. Twelve 
thousand people attended the 
four day affair with 5000 coming 
in on Saturday alone. Sales went 
over $10,000. The 100 x 100 ft 
store uses the first floor and 
basement as sales rooms. Spe- 
cial departments in the modern 
facility include a camera shop, 
furniture, workshop demonstration 
area, lumber and others. 


bg 


ZCMI wholesale distributor of Salt Lake City, Utah, recently held a clinic for 30 Moto-Mower dealers. Sales features of the 1958 line were 


the subject of discussion. Moto-Mower representative, Ben Peters assisted in the presentation. Owen Christensen, ZCMI hardware division 
manager, reports plans for a second clinic in Pocatello, Idaho. 
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Classified Opportunities Section 








Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words.......... $5.00 
Each additional word.......... .10 
Positions Wanted 
{Special Rate) set solid, maximum 
<i ousepae 


Each additional word 


Allow Seven Words for Keyed nae 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%. discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 


sufficient postage for remailing. 
No agency commission allowed. 
HARDWARE AGE is published 


Thursday. Classified forms 
prior to publication date. 


every other 
close 3 weeks 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 








SALES REPRESENTATIVE WANTED 
WHOLESALE HARDWARE 
NEW ENGLAND TERRITORY 


Address Box 1227, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 39, Pa. 











LINE SALESMEN: Calling on Hard- 
Housewares outlets. Want to make 
easy selling items with full credit 
Samples furnished upon re- 
Box 1220, care of HARDWARE 
56th Sts., es 39, Pa 


EXCELLENT LINE for sales PRIRRRI: 
calling on the retail trade in hardware, depart- 
ment, variety and chain stores. Good commission. 
Write: Midwest Plastics Mfg. Co., 208 Bates 
Avenue, St. Paul 6, Minn 





SLIDE 
and 
20% on clean, 
for repeat orders. 

Address: 
Chestnut & 


ware 


juest. 


AGE, 


EXPERIENCED SALESMEN NEEDED ‘TO 
CALL on wholesalers Eastern and Western 
Canada, Alaska, Hawaii. Good commis- 
and lines. State lines now carried, terrt- 
experience, etc. Will consider wholesaler 
wishing to get into the factory rep 
Complete lines available. Address: Box 
care HarpWarRE Ace, Chestnut & 56th 
Philadelphia 39, Pa 


states, 
sions 

tory 

salesmen 
field 
127U 4. of 
Sts... 


EXPERIENCED CUTLERY 
SALESMAN to sell our line in exclusive terri- 
Many well established accounts. Very at- 
proposition fer the right man. Write 
full backgreund to Queen Cutlery Com- 
10 Commerce Court, Newark 2, New 





WANTED 
tory 
tractive 
giving 
pany, 
lersev. 

LIMITED NUMBER OF TERRITORIES 
STILL AVAILABLE for manufacturer’s agents 
ontacting all types ef volume buyers. Three top 
hardware-houseware items in $.39-$.89 bracket. 
All fast movers with large repeat percentage. In 
store displays. Trade advertising support. Ad- 
vertising allowances. Many established accounts. 
Clover Products, 1141 Atlantic Avenue, Roches 
ter 9, New York. 


SALES REPRESENTATIVES WANTED 
by manufacturer of lambswool ficror applicators, 
refill pads, polishing bonnets and discs, wash 
mitts of all types, sponges, genuine imported 
chamois, and scouring pads. We are prime sup- 
pliers, with a complete product line. This is a 
top quality line, received with enthusiasm by all 
rofessional cleaning supply distributors. All our 
products are strengly merchandised and competi 
tively priced. Send full information about your- 
first letter, stating lines now carried, terri- 
covered, and all trades sold to. Several 
exclusive territories now open Beverly 
Manufacturing Co., 10 Roland St., Boston 29, 
Mass. 


se If in 
tory 


choice 


SALES REPRESENTATIVE WANTED 
FOR ESTABLISHED PAINT BRUSH MANU- 


FACTURER: liberal commissions; protected ter- 
ritories; good opportunity for salesmen having 
contact with retail hardware, paint, lumber, etc., 
stores. Open territories: New England: Ohio: 
Indiana; No. Ill.; California, South East Coastal 
States. Write us full details. Address: Box 1226, 
care of Harpwarr Ace, Chestnut & 56th Sts, 


Philadelphia 39, Pa. 


88 


Paint Brush Salesman 


Prominent paint brush manufacturer has open terri- 
tories for successful sales producer. Prefer man now 
ealling on paint, hardware, lumber dealers and indus- 
trials. Protected territories. Established business. Will 
also consider sideline man or manufacturers’ agent. 


Address Box {/6, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








a. 





MANUFACTURER'S REPRESENTATIVE WANTED 


Salesman now calling om hardware and variety stores 
with two or three non-conflicting lines. We offer a 
good staple line of 23¢, 49¢ and 98¢ paints, low- 
priced gallon paints and a nationally advertised line of 
popular priced paints on a commission basis. This 
merchandise has mass market appeal. Every store 
selling paints is a good prospect. Write advising age. 
marital status, territory covered, how often you cover 
it and lines now carried 

Address Box 1217, care of HARDWARE AGE 

Chestnut & 56th Sts., Philadelphia 39, Pa. 














PROTECTED 


EXC LUSIVE 
open for nationally distributed 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box 115, care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


MANU FACTURER’S 


unique water re- 


REPRESENTATIVE 


WANTED to sell popular repeat specialty to 
wholesalers and jebbers. Old established manu 
facturer. Excellent commissions. Exclusive terri- 
tory now available in most states due. Please 
state type of trade covered and lines carried. 
Address: Box 1008, care of HARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








Accounts Wanted 


TERRITORIES 








REPRESENTATIVES 


Covering all phases of jobbers. 
aggressive service. 
established actively 


Can render reliable 
We are national distributors with 
operating branch offices in New 


York, Philadelphia, Detroit, Cleveland and Louis- 
ville We earry the account or you can bill direct 
Inquiries invited. WRITE ANCO Corroration, 7 


Wood Street, Pittsburgh 22, Pa. 











RELIABLE REPRESENTATIVES 


Currently calling on Wholesale Hardware, Mill 
Supply. Marine Supply and some miscellaneous 
manufacturing trade in southeastern § states 
from Virginia to Florida. Interested in one 
or two additional lines with volume possibilities. 


Address: Bex 1!2!19, care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39, Pa. 














MANUFACTURER’S REPRESENTATIV E 
-full coverage of wholesale hardware, paint, 
and building materials in all the New England 
States. Will render reliable, efficient coverage. 
Address: Box 1228, care of HARDWARE AGE 
Chestnut & 56th Sts., erecwsmerselt 39, Pa. 


ACCOUNTS WANTED: Prestige lines since 
49, Ind., Ill, N. Ky. Hdwe. Hswes. Duileers 
Hdwe., age 32, U. Grad. P.O. Box 5537 
| Uptown Station, Ind. 





Indpls. 5, 





| Philadelphia 


HARDWARE AGE, DECEMBER 19, 1957 





Accounts Wanted 








VOLUME LINE WANTED 


Hardware Sales Organization covering 

Wholesalers, Chains and Volume Users. 
Central Manhattan Show Room. 
Additional Services Available. 


Warehousing and Shipping if desired. 
Billing and Detailing Service to Chains 


optional. 


Address Room 1606—220 Fifth Ave., W. Y. 1, WN. Y. 
Phone: Murray Hiil 4-6821 

















FLORIDA CARIBBEAN SALES 


The Only Representative regularly covering rhe 
above territory in his own plane, desires an 
additional quality line for Hardware, Building 
and Related Fields. 


JERRY MILLION 
6243 S. W. 22nd Street Miami, Florida 
Phone: MOHAWK 7-6080 











LINE WANTED 


We are interested in contacting a serious minded, 
aggressive manufacturer who is interested in repre- 
sentation with the same qualities. 3 men actively 
covering Eastern Pennsylvania, Southern New Jersey. 
Delaware, Maryland, Washington, D.C., and Virginia. 


NASE AND WOLF 


300 Levering rhaed Road, Bala Cynwyd, Penna. 
Phone: Mohawk 4-9798 











WANTED BY EXPERIENCED MANUFAC. 
TURERS AGENT, additional Hardware and in- 
dustrial supply lines for eastern Pennsylvania, 
southern New Jersey, Delaware, Maryland and 
District of Columbia. Have traveled territory 
for 35 vears, and enjoy wide acquaintance among 


wholesalers. Lines wanted: shelf hardware, hand 
tools, hardware specialties. Address: Box 1132. 
care of Harpware Acer, Chestnut & 56th Sts., 
Philadelphia 39, Pa 

AGGRESSIVE MANUFACTURERS REP 


RESENTATIVE open for additional Hardware. 
Tool or Garden line for metropolitan New York- 

New Jersey. Have strong, well established fol- 
lowing among hardware jobbers, catalog houses 
rack jobbers, chains and supply houses. Thor- 
ough know-how promcting, marketing lines to 
utmost potential. Samples always carried. Ad- 
dress: Box 1230, care of Harpware Ace, Chest- 
nut & 56th Sts., on 39, Pa. 


MR. SALESMANAGER Are 
with the support you receive from 
England jobbers? If not you 
to know that we can detail your products to 
hardware stores assuring you complete support 
trom jobbers. Try us—we are especially inter- 
ested in everyday staple lines. Address: Box 1221. 
care of Harpware Ace, Chestnut & 56th Sts.. 
39, Pa. 


satisfied 
your New 
may be interested 


you 


















Accounts Wanted 


Business Opportunities 


| 





Positions Wanted 








Consistent, Conscientious, Concentrated 
coverage of metropolitan 
New York and New Jersey. 
BOBROW LEWELL ASSOCIATES 
814 Broadway, New York 3, New York 
(We get results) 








DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


if you want a sale, reduction, money raising, 
removal or closeout, get America’s most re- 
liable and productive sales plons. Send for 


prospectus today. 


. H. VOLL SALES SERVICE 
115 West Maia St. Madison, Wis. 











MANUFACTUR- 


covering all 


ESTABLISHED 

REPRESENTATIVES, 
of trade in the Pacific northwest and 
Rocky Mountain area, are imterested in obtain- 
ing additional lines of houseware and hardware 
items. First class representaticn and concentrated 
coverage guaranteed. References. Will be attend- 
ing Chicago Houseware Show. Write for inter- 
view there. Address: Box 1207, care of HARDWARE 
AGE, Chestnut & 56th Sts., Philadelphia 39, Pa. 


M ANU FAC TURERS 
SERVICING Paint, 


WELL 
ER’S 


classes 


REPRESENTATIVE 
Hardware and Garden Sup- 
ply Wholesalers, Large Retail and Department 
stores. Metropcrlitan New York and Long Island 
Territory. Wishes additional lines including 
Powermower, Handmower and Spreader line. Ad- 
dress: Box 1203, care of Harpware Acs, Chest 
nut & 56th Sts., Philadelphia 39, Pa 

Ww ANT FACTORY LINES 
Distributor and Jobber trade 
specialty lines of builder and 
cabinet hardware, alum. window and doors, tools. 
elec. heating or allied lines. Exp. 10 years whole- 
sale selling, 2 yrs. factory agent. Gceod coverage 
sereren Write FP. H. Hirte, Box 566, Portland 7, 

re. 


ADDITION AL 
FOR Ore. and Wash. 
prefer building 





OKLAHOMA, LOUISIANA. AR.- 
KANSAS. Aggressive, hard-hitting sales organi- 
zation. Complete coverage housewares, hardware. 
premium and promotional fields. Seeks one addi- 
tional line of merit. Address: Box 1123. care of 
Harpware Acr, Chestnut & 56th Sts.. Phila- 
delphia 39, Pa. 


TEXAS, 





Business Opportunities 











STORE FOR RENT 
MIAMI (OPA-LOCKA) FLA. 


in largest Shopping Center of its kind, 900 to 
4200 sq. ft., park 450 cars, pop. over 23,000 
and growing. Interesting proposition to right 
party. Owner. , 
Address Box 1229, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








Cash Buyer of Surplus Hardware 


Cylinders, Front Door Sets, Night Latches, 
Mortise Cylinders, Key Blanks, Padlocks ,Etc. 


LARRAY TRADING CO. 
77 Market Street New York 2, N. Y. 

















| 
| 


FOR SALE; HARDWARE STORE, nine 
miles north of Denver, Celorado. No housewares, 
or appliances. Total price approximately $15,000 


About $11,000 in merchandise at 
Majority of sales, plumbing repair parts, 

tools, and paint. Gross sales about 
$35,000 this vear. Could be improved. 1400 sq. 
ft., plenty of parking, in shopping center. Rent 
$150.00 per month. Ideal «ne man operation. 
Owner ill, must sell. All cash. Good Lease. 
Arsenal Supply Co., P.O. Box 117, Derby, Colo- 
rado. 


with fixtures. 
ith. O1Ce. 
electrical, 





Positions Wanted 





SUCCESSFUL SALES MANAGER 


WHOL ESAL E HARDWARE, desires to make 
change to an aggressive company. Excellent rec- 
ord. Good premotion man. Can _ get results. 
Capable merchandise manager and buyer, house- 
wares. Have “know-how” of rack jobbing busi 
ness. Hobby: Work! Would consider represent- 
ing factory on good housewares and promction 
lines. Have three top salesmen available for right 


Consider any lo- 
care of HARDWARE 
Philadelphia 39, Pa 


Preter Texas-Southwest. 
Address: Box 1208, 
Chestnut & 56th Sts., 


deal. 
cation. 


AGE, 


BILITY YOU 
AT A PROFIT 
years of seasoned, resultful 
promotion and merchandising 
manufacturers agent 


MAY BE 


available in 


ABLE TO USEF 
a man who has 
experience in 
for manufac 
and hardware jobber. 


is 
se 
sales 


turer, 


| Desires position with hardware firm where there 


is an opportunity. He is 30 years old and married. 


Employed, but available for interview at your 
convenience or will send additional facts by mail. 
| Address: Box 1206, care of HarRDWarRE AGE. 
| Chestnut & 56th Sts.. Philadelphia 39, Pa. 


land 
| Promotional: 


110 


i 


EXPERIENCED SALESMAN 
Automotive, Lawn & oe fields; 
W holesale levels, in Sales, 

currently employed, 

Prefer So. East or So. 
experience; mechanical 
request, will relecate. 

manufacturer with definite future 
1223, care of Harpware AGE, 

Sts., Philadelphia 39, Pa. 


Hardware 
Manutacturer 
Purchasing and 
available De- 

West areas, 
background, 
Desires con 


cember 15th. 
20 years’ 
resume 
nection 
Address: 
Chestnut %X 


oT 

with 

Box 
56th 


WHOLESALE 


years’ 


HARDWARE 


desires 


SALESMAN, 


experience, position as manu- 
facturers representative in States of Oregon & 
Washingten. Excellent trade and character ref- 
lerences. Wide following in retail field. Interested 
‘only in top lines. Available January Ist. Ad- 
dress: Box 1222, care of Harpware AGE, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 

















HARDWARE-HOUSEWARES BUYER. Ex- 
perienced in buying and merchandising hand and 
power tools, builders hardware, and housewares 
Can develop merchandising plans, new exclusive 
lines, improve present lines, coordinate color and 


packaging. Wide factory and Mfr.’s Repr. con- 
tacts. Mail order catalog, chain retail, hardware 
housewares jobber experience. Self-starter, work 
well with people. Address: Box 1125, care of 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





Help Wanted 








SALES 
SUPERVISORS 
WANTED 


lf you already have a good job os a sales- 
man or sales manager, and have sold hard- 
wore or paint stores, building supply or 
lumber yards, appliance or auto accessory 
outlets . . . if you're a real go-gefter, 
with proved ability to open new accounts 
and develop a territory ... Wf you can 
hire, train and inspire other men to do the 
same and if you're looking for more 
money and more responsibility . then 
this may be the opportunity you're looking 
for 


We have openings for District Managers 
in Pennsylvania, New York and New Jersey 
territories. We are looking for men who can 
sell a quality line of paints, enamels and 
varnishes to new accounts and know how 
to help our present accounts increase their 
volume. However, they need not necessarily 
have sold paint before. 


~ 


It's a real chance to ‘‘show your stuff,"' to 
take a partly developed territory with 
terrific potential and build it up your way, 


with your men and your methods . ! 
and, most important of all with re- 
words—salary and override—in propor- 


tion to your results. 


Write us fully reaarding your background 
and experience. Your letter will be held 
in strict confidence. 


| VITA-VAR CORPORATION 


10 Commerce Court 
Newark 2, New Jersey 











MANAGERS AND ASSISTANT MANAG 
ERS for large retail hardware in the San 
Fernando Valley—20 miles from Los Angeles 
Experienced intelligent people, ages 30-40, wanted 
to manage hardware, paint, housewares, electrical 
and plumbing departments. Excellent opportunity 
to grow with an organization that is growing with 
the West. Live in the fabulous San Fernando 
Valley with its year round summer. Write full! 
details to Box 830, care of HARDWARE AGE, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 








IOWA 





MARSHALLTOWN TROWEL COMPANY 


MARSHALLTOWN, 





Write for Free Literature 





oe 


: a/ 


ee 
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ALWAYS SELL GENUINE 


“MOLLY — 


SCREW ANCHORS 


Molly Corp., Reading, Pa. 


89 


Count on to 


build up fastener business 


Stock and sell the line that 
meets today’s demands 

. and brings you big- 
ger sales and profits. @& 


x 
CONTINENTAL 


SCREW COMPANY, NEW BEDFORD, MASS. 


HOLTITE FASTENERS 


HOLTITE PHILLIPS AND SLOTTED HEAD 
WOOD + MACHINE * TAPPING * THREAD-FORMING * BOLTS 


a 











NE LONGER HANDLED 
GARDEN TOOLS 


makes work easier ... saves backs ... 


RIGID CULTIVATOR 
WITH 
RE-INFORCED TINES 


No. 270. A garden tool designed for exceptionally hard work and 
one of the most popular of our garden lire. Claws are polished 
with back part lacquered red. Polished hardwood handles and steel 
ferrule. Length of handle 1!0!/. inches red tipped. 


Weight per dozen, 6'/2 Ibs. Packed 1 dozen per box 
IDEAL 

_ WEEDER 
FORGED 
STEEL 


No. 200. A very popular style of hand weeder. Back of steel blade 
full polished and both edges well sharpened. Furnished with a 
handle 10!//, inches long red tipped. 


Weight per dozen, 55 Ibs. 


a 


Packed 1 dozen in box. 
TRANSPLANTING HOE TROWEL 
FORGED STEEL 


No. 217A. Blade and shank hammer for from one 
piece of steel. Front part of blade is Tacly polished. 
The rear part and shank lacquered red. Largely used | 
gardeners for setting out cabbage plants, etc. Length of 
blade 7 inches with a handie !0'/, inches long red tipped. 


Weight per dozen, 11 Ibs. Packed '/2 dozen in box. 





GUARANTEED @ SINCE 1830 


WILLIAM JOHNSON INC. 


BRENNER AND. KENT STREETS — NEWARK 3, N. J 











Index to Advertisers 





A 


American Screw Co........ 

Arro Expansion Bolt Co..... 

Atkins Saw Div. 
Borg-Warner Corp. 


Bakelite Co. 
Div. of Union Carbide 
Corp. 
Bethiokees ‘Steel Co.. 
Better Homes & Gardens 
Boyle-Midway, Inc. 
Brown, Inc., John Clark 


Cc 
Campbell Chain Co. 


Cenatron Industries 
Columbian Rope Co. 
Continental Screw Co. 


D 


Delta Electric Co. . 
DuPont deNemours & Co.. EI. 
Organic Chemicals Dept. 


"ES 4S a ae 


Polychemicals- Plastic 


Sales—Zytel .. .50-51 


Dykem Co., The 


E 
Elco Tool & Screw Corp. 


F 
Forsberg Co., H. 


G 


Goodyear Tire & Rubber Co. 
Goulds Pumps, Inc. .... 
Graham & Co., Inc., John H. 


King Cotton-Cordage Tak 


Greenlee Too! Co. 


Griffin Mfc. Co. 


H 
Hooker Glass & Paint Mfg. 


Ge Re oe ae ae 
Hoosier Tarpaulin & Canvas 
Goods Co. 7 

Hyde Mfg. Co. 


International Salt Co., Inc. 


J 


Jackson & Son Co., Thomas. 
Jacobs Mfg. Co. 
Ee OL Nae 
Johnson, William 
Jones & Laughlin Steel Corp. 


K 


Kester Solder Co. ...... 
Kwikset Sales & Service Soe.. 





L 


Lawn-Boy Division 
Outboard Marine Corp. 

Lenk Mfg. Co. .. 

Lockwood Hardware Mfg. 
Co. 


M 


Macklanburg-Duncan Co. 
Marshalltown Trowel Co.. 
McGill Metal Products Co. 
Miller & Co., Inc., Robert E. 
— Mining & —_ 


Molly Corporation 


N 


National Housewares Mfrs. 
Assoc. ... pea e. 
National Mfg. "Re 
National Screw & Mfg. Co.. 93 
Nicholson File Co. aes, 


P 


Pennsylvania Saw Corp. - . 
Peoria Metal Specialty Co. 
Pioneer Gen-E-Motor Corp. 
Pittsburgh Plate Glass Co. 
Pennvernon Div. 7 
Portable Electric Tools, Inc. 


R 
Red Jacket Mfg. Co. 


— Arms Co. 
E. |. DuPont deNemours & 
Ce. Inc. . Ke 35 
Republic Steel Corp. 60-6! 
Ridge Tool Co., The ss 


S 


Savage Arms Corp. 

Lawn Mower Div. . 
Sharon Bolt & Screw Co. 
Sheffield Bronze Paint Corp. 
Sherman Mfg. Co., H 
Skuttle Mfg. Co. 

Southern Fabricator Corp 
Southern Screw Co. 

Star Metal Products Co. 
Stile Craft Mfg. Co. 


Swingline Inc. 


T 


Taylor Instrument Companies 
Turnbuckles, Inc. 


Ww 


Wallace Silversmiths 

Water Master | 
Wessel Hardware Corp. 
Western Wire Products Co. 


Y 
Yale & Towne Mfg. Co..... 73 
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on NEW DISPLAY 


Assortment #1300 takes up little space— 
carries complete stock of 16 doz. items, 
$105.24 retail! Each item “Skinpak’d” on color- 
ful card to increase eye appeal, protect finish 
from handling, and insure positively against 
loss of screws, parts, etc. Peels off easily. 


FOR COMPLETE CATALOG & INFORMATION 
ABOUT ASSORTMENT #1300 write: 


STAR METAL PRODUCTS CO. 
370 Butler ree. Brooklyn 17. . oe 


Sold through wholesalers only 














Builders’ Hardware of Proved Performance 


Over 50 years of specialization in design- 


ing and manufacturing hardware for the ae 







builidng trade. Fine basic materials, pre- 
cision construction and operation are but 
a few of the “reasons why” your trade 
insists upon genuine National of Sterling. 





MANUFACTURING 


ST.ER 1 


COMPANY atnnae 











RED JACKET 
: Jet and ‘Submoya pumps 


are good for your business 


= 
REO JACKET . 


RED JACKET MANUFACTURING CO. 


Davenport, lowa 
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no more bulk handling of cotter pins! 


for a GENEROUS 


PROFIT 
sell the PACK 
instead of san PIN! 
























CUT YOUR 
SELLING TIME TO SECONDS 
ON THESE STOCK ITEMS... 


Western Wire’s modern “packaging” puts a gener- 
ous profit percentage into your pocket. 


Now, sell cotter pins, single sizes or assorted . . . in 
packages you never have to “‘break.” Eye-catching 
3-color display cartons...for counter or shelf. 
Order today from WESTERN WIRE PRODUCTS 
COMPANY. Special packaging to your speci- 
fications. 






















#15 FULL VALUE PACKAGE 
... order any one of 39 single sizes 


Each package of 12 boxes contains just one size. (To maintain a 
SINGLE PURCHASE PRICE for ali 39 sizes, content count is reduced 
as cotter size increases.) No matter what 
popular size you order, price per pack- 
age of 12 boxes remains the same. An 
easier way to sell and inventory! 

List $3.00 per pact.age of 12 boxes; 
all one size. 


“IDEAL” ASSORTMENT 


Ve x Ya" to 4a x 1%” sizes. 100 pins 
per box. 

List $1.60 per display carton of 12 
tuck-end boxes. $1.85 per carton of 
12 screw-top fibre cans. 


#38 “BEST QUALITY" assortment of 
smaller sizes lists at $1.45 per carton. 





#50 TOOL BOX ASS( RTMENT 
..in clear vue plastic tubes 








Each tube contains 50 assorted cotters 
from “sxe” to Yexl¥e”’. The best 
assortment for any tool box. 


List $2.90 per display carton of 24 
tubes, plain steel... $3.25, cadmium 
plated. 


No “breaking’’ of packages or boxes when you buy from Western Wire 
WRITE FOR CATALOG 


WESTERN WIRE PRODUCTS CO. 


1415-1427 SOUTH 18TH STREET 
ST LOUIS 4, MISSOURI 








Write for free Sy 
GREENLEE hand 
tool catalog. 


‘Kenberry Deluxe Chromium Roast hook 
with "Safety Lift’ HANDLES 


Dramatic ‘Safety Lift'' Handles are Instantly adjustable to 5 positions. 


a feature every housewife vill like. 
it is so easy to lift even the largest Folds completely Set for storage. 


turkey from pan to platter RETAIL $1.89 (West $1.98) 
One of 50 Kenberry Gadgets JOHN CLARK BROWN inc. 


Ask your jobber, or write 6... y 
‘for information. Belleville 9, N. ye  kenberry GADGETS 


They all loved ‘em! 
Did YOU see them at the Shows? | 
ie) am ial-m el—t-1' 


the all-new y 
Savage é: protits yell 


RIDING MOWERS 


Mode! 10-T 26"" cut rotary 
Mode! 91-T 21" cut reel-type 
Ask your jobber or write See your GOULDS 
SAVAGE ARMS CORPORATION DISTRIBUTOR—or write.. 
Lawn Mewer Division 
Chicopee Falls, Mass. GOULDS PUMPS 


Dept. HA-1257, Seneca Falls, N. Y. 





























eS ACTIO 


FIRE — TT 
ONLY $189 


® Full 16 oz. Capacity 
® Wall Bracket Included 
® Can be used several times 


: your jobber, or 5 oe ro PORTABLE ELECTRIC TOOLS, INC. 
THE LENK MEG co BOSTON 15, MASS. | 320 W. 83RD STREET* CHICAGO 20, ILLINOIS 











one set of 4 x Seater 


R E S U L A R Extra case hardened. Excellent mirror finish, | | 

. @) 

po wg ples © Reavy sickest plete. DOMES : SILENCE 
7 sizes for every need ~ , FURNITURE LEVELER— : 9 eS sO eee Cee 


Adjustable Combina- 
tion Leveler and Glider 
for Uneven and Un- 
steady Furniture. 


\ 
ANN 


A j . . 
aa , 
j U R FE \) 


RUBBER-CUSHIONED! 
GLIDE 


~ cay = SES!" bose, 4 on SOFTLY, SILENTLY, 
One set of 4 in a RS Xe a card; 14", 2 on card; - ; SMOOTHLY, OVER 
3-color box. 12 boxes Smee = '/2", 2 on card. Drive - on | ALL FLOORING. 
i oe into universal socket = me: 
Fe Bi apg hpag oo Vy" myself s/I6" bole. , ) SIZES AND TYPES 
ee eae ee EN eB —=—— FOR ALL WOOD OR METAL FURNITURE. 


Ask your jobber or write—[{0):13:3 8 2a" 1/08 4-@- dete mm) (ommei-w 2-7-10 0h en Che ole oe 


\\ 


NT 


= 
= 
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HARDWARE AGE, DECEMBER 19, 1957 
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CAP SCREWS 
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\ HARDWARE / 
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STEEL 
EXTENDED 
PRONG 


COTTER PINS 










“NAT STANDS OUT 


with uniform high quality 


You sell satisfaction when you sell National fasteners. Rigid quality control assures 
uniformly satisfactory performance of all products in National’s most complete line. 
This product superiority is reflected in National’s smart red and black packaging. It 
can brighten your fastener shelves and make your stock handling easier at the same 
time. Labels are color-coded for at-a-glance identification and printed for quick off- 
the-shelf selection of the size the customer wants. 
Standardize on National fasteners—you'll always be 
sure that this most complete, high-quality line will 
stand out in product performance and sales appeal. 








Ask Your Distributor... He Knows 
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CHAINS 


THE NATIONAL SCREW & MFG. COMPANY call | fF V wou Y 
CLEVELAND 4, OHIO wosts fi | # 9 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 



















CORDAGE 


105 Duane Street - New York 8, New York 





